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While in Los Angeles for the big NALU Convention, you’re 
next-door neighbor to 


LIFE INSURANCE COMPANY 


Our home office shares the same block with your convention — 
headquarters. So of course we hope you'll step around and 
let-us say “HELLO!” 
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LIFE INSURANCE COMPANY 
LOS ANGELES, CALIFORNIA 


On Sixth Street from Olive to Grand — Entrance 523 West Sixth. 
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LEADING LIFE UNDERWRITERS SAY: zy Us = 


2 ee es ees es BRIEFLY — HERE ARE THE PLANS eee 


» 
LONG TERM — Issued to Age 50 — Renewable to 60 
Limit 

Ist, 31st, 61st or 91st Day Accident — Payable for 10 Years each Claim or Life $ vr 
31st, 61st or 91st Day Sickness — Each Claim Payable up to 10 Years > 400 
Policy is Non-Concellable — Non-House-Confining — Non-Aggregate Monthly Indemnity, 

' : : Medical Required 
Incontestable — Guaranteed Renewable —Non-Prorating — Retroactive Waiver 
of Premium after 90 Days of Total Disability d 


INTERMEDIATE or Short Term — Issued to Age 55 — Renewable to 65 7 


Ist, 4th, 8th, 15th or 31st Day Accident — Payable for 2 Years, 5 Years, each Claim Lienit 


or Life $ 400 


4th, 8th, 15th or 31st Day Sickness — Each Claim Payable up to 1 or 2 Years 





Monthly Indemnity, 





Policy is Non-HouseConfining — Non-Cancellable — Non-Aggregate Medical Required 
Incontestable — Guaranteed Renewable — Non Prorating — Retroactive Waiver a 
of Premium after 90 Days of Total Disability J 


OP TIONAL Up to $12.00 — Daily Hospital or Nurse Benefits (Up to 90 
Days each Claim) 


Up to $300 — Surgical Schedule 

Up to $40,000 — Accident Death Benefit 

$500 — Blanket Accident Medical Expense 

Up to $200 per Month Additional for 3 Months — for Travel Accident 


i ee 











ACCID E NT ONLY — Issued to Age 59 — Renewable to 70 (One-half 7 

Benefit if Injured after 65 ) Limit 

Ist, 4th, 8th, 15th or 31st Day Accident for 2 Years, 5 Years, each Claim or Life : $ 400 

Up to $40,000 Accidental Death Benefit 

Monthly Indemnity, 

$500 — Blanket Accident Medical Expense No Medical ; 

Up to $200 per Month Additional for 3 Months — for Travel Accident J 
ERR eee 


You te eka edie, UNION MUTUAL 
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Lain Mutual LIFE INSURANCE COMPANY = 
| 


Write for Booklet — Office PORTLAND, MAINE , 
“MONEY IN YOUR POCKET’ eeccreccceumetume 
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So that all may know ...we're proud of these 
94 Underwriters who by their Quality Underwriting 


helped attain the Billion in 1951... 


The coveted goal of a Billion Ordinary Insurance in bered among the leaders in this attainment were these 
force was reached in June, 1951 — thanks to an 94 Jeffersonians who qualified for the 1951 National 
aggressive, spirited Field Organization — and num- Quality Award. 


1951 QUALITY AWARD QUALIFIERS 
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David H. Andre Statesville, N. C. Al L. Mayberry. Orlando, Fla. 
E. Frank Andrew G ib N.C. W. A, Meyerhoett Joh City, Tenn. 
W. H. Andrews, Jr., C.L.U. G b N.C. Clay R. Miller Salisbury, N. C. 
W. A. Beth Charlotte, N. C. Leroy C. Mi San Antonio, Texas 
W. H. Branch Chapel Hill, N. C. L. O. Murphy. Laurel, Miss. 
E. W. B Rome, Ga. J. L. McCann Charlotte, N. C. 
W. L. Brooks. Charlotte, N. C. J. Leslie McConnell Ninety Six, S. C. 
C. Troy Carroll Waco, Texas W. H. McKinney. Morgant N. C. 
Howard E. Carr. Greensboro, N. C. J. E. McKnight............. M sville, N. C. 
James C. Carr. Philadelphia, Pa. F. V. McNair, Il Bethesda, Md. 
L. Roy Cloning Amarillo, Texas Walter Nance Concord, N. C. 
J. T. Comer, C.L.U. Gastonia, N. C. J. H. Norsworthy Paducah, Ky. 
J. Salah Craig Henderson, Texas Dorman T. Payne North Wilkesboro, N. C. 
T. B. D Goldsboro, N. C. A.MR Tyler, Texas 
H. L. Darling. A polis, Md. Elbert S. R Atlanta, Ga. 
Walter L. Davis. Chattanooga, Tenn. W. A. Reynold Durham, N. C. 
James P. Deal. Knoxville, Tenn. A. F. Roberts, Jr Lubbock, Texas 
William J. Donald Dallas, Texas BUN IR ins ira a nnn enco sn casdgslecntpp esecaecncinnsd Dallas, Texas 


Leo A. Douglas, C.L.U. 


El Paso, Texas 

























































































J. P. Duncan...................... Marshall, Texas Philadelphia, Pa 
G y E. Edg Fayetteville, N. C. Robt. L. Sanders, Jr. Memphi 
Alfred P. Farrar. Athens, Ga. O. P. Schnabel San Antonio, Texas 
Robt. E. Flemister, Jr. Birmingham, Ala. W. J. Schnabel San Antonio, Texas 
William E. Fletch Tulsa, Okla. Roy L. & Amarillo, Texas 
Patrick J. Fogarty. San Antonio, Texas Clyde T. Shaw. Asheb N.C 
J. P. Fritts Chatt. ga, Tenn. R. H. Shoaf. Lexingt N. C 
Henry R. Gay. B gton, N. C. 
S. M. Gibbs. Atlanta, Ga. 
Neal Gibson. Birmingham, Ala. 
W. B. Gibson Washington, D. C. 
I, W. Gillett. ...High Point, N C. 
Johnnie C. Gravitte. Louisville, Ky. 
Carl H. Green. Mobile, Ala. 
Felix L. Hargis. Cincinnati, Ohio 
Glenn R. Harper. Greensb N. C. 
Howard Harper Harrisburg, Pa. 
Ed. M. Hicklin Albuquerq N. Mex. 
W. Dick Hinton. Memphis, Tenn. 
F. C. Hodkinson, Jr. Kinston, N. C. 
Cary Holling th Savannah, Ga. 
C. C. Hooks. Savannah, Ga. 
Kermit B. Hunt. Charlotte, N. C. 
Ralph Joh Sanford, N.C. 
A. Joyner Lewis Ss to, Calif. 
Mills C. Luter. Dallas, Texas 
Ed MacGreg Florence, Ala. 
Austin Texas 





Tom G. Maxwell 










































































































James F. Rog 





M. A, Rosoff, C.L.U. 
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Jefferson Standard Life Insurance Company 


GREENSBORO, NORTH CAROLINA 


A fast growing Billion Dollar Company. . . . The 
record of the past is the surest promise of the future. 
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LoNOW MORE THAN THREE BILLION DOLI ARS 


OF LIFE INSURANCE IN FORCI 
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leeton Takes Over as N.A.L.U. Head 





‘Managing 
rector’, G. A.s’ 
‘Conference’ 


Managers’ Group Gets 
‘Section’ But With a 
| Different Label 


} By HOWARD J. BURRIDGE 


The National Assn. of Life Un- 
derwriters now has a managing di- 
rector instead of an executive vicc- 
president, anda general agents’ and 
managers’ “conference” in place of 
‘theformer general agents’ and man- 
agers’ committee or the projected 
\g general agents’ and managers’ “sec- 
' tion.” ; 

Addressing the convention after 
| the vote on the managing director 
| setup, B. N. Woodson, whose title 

now becomes managing director, 
| said that when the selection com- 
\ mittee originally approached him to 
‘take the position of executive vice- 
“president it was on the basis that 
(certain amendments w ould be 
! adopted to make the job of man- 
aging director broader and com- 
patable with the post of managing 
‘director in other trade organiza- 
tions. 

However, when it became clear 
| that there were quite a few associa- 
tion leaders to whom these amend- 
ments would not be acceptable, he 
readily agreed to having the pro- 
posed amendments modified. He 
said that if he had known that these 
would be modified, he would not 
have accepted the position but that 
he was glad he did not know the 
amendments would be unaccepta- 
ble, for he likes the job and is 
“mighty happy” in it. He empha- 
sized that the selection committee 
had made its offer regarding the 
amendments in entire good faith. 


Setup Same as Section 


While it is to be a “conference,” 
the new managers’ group will ac: 
tually be the “section” that has been 
planned, but with the “conference” 

‘substituted for “section” so that 

y would feel that a fence was 

put up, with the general 
agents and managers on one side 
and the soliciting agents on the 








There are quite a few in the asso- 
ion who are de cidedly sensitive 
| ere savoring ofa “schism be- 
tween the agents and the managers. 
e “conference” tag allays the 
misgiving of these members yet 
who conceived the managers’ 
group as a “section” can accom- 
Plish just as much asa “conference.” 
(CONTINUED ON PAGE 6) 


President Has Been Dynamic Builder 


CHARLES E. CLEETON 


Charles E. Cleeton, new president 
of the National Assn. of Life Under- 
writers, is general agent of Occi- 
dental Life of California at Los 
Angeles. 

Mr. Cleeton was born and edu- 
cated at Kansas City, Mo., attended 
the University of Missouri, and en- 
tered the life insurance business 
with Occidental Life in 1921. He has 
been a member of the company’s 
Leading Producers Club during 
every year since joining its field 
force. 

In 1935 Mr. Cleeton started a gen- 
eral agency from scratch. It is now 
one of tha company’s leading agen- 
cies both in volume and persistency 
of business. He held all offices in the 
Los Angeles association and served 
nine years on its board. He served 
as a director of Los Angeles Man- 
agers Assn. and is a founder of the 
Trust Officer & Life Underwriters 
Council of Los Angeles. 

Mr. Cleeton has served on various 
committees of N.A.L.U. He was 
elected an N.A.L.U. trustee in 1946 
and elected secretary at the 1949 
convention in Cincinnati. He re- 
ceived his C.L.U. designation in 
1943 and is a past president of Los 
Angeles chapter. He is a life mem- 
ber of the Million Dollar Round 


Table. Mr, Cleeton made an excep- 
tional record as membership chair- 
man of N.A.L.U. 


Treat Techniques for 
Membership Drives 


Robert L. Walker, Peninsular 
Life, Orlando, Fla., in the report of 
the membership committee, said 
that while the total membership is 
down somewhat as compared with 
a year ago, if an increase of 2,007 
can be made between now and Dec. 
3lst it will leave the association 
with an all-time high and Mr. 
Walker suggested that this is not 
an impossibility. He pointed out 
that 311 local associations and 25 
state associations had managed to 
achieve some sort of increase in 
membership and said that the prin- 
cipal cause of the decline in total 
membership had been young men 
either entering or contemplating 
military service. This year the New 
York association won the Philadel- 
phia award with an increase of 138, 
and reported that all 29 local asso- 

(CONTINUED ON PAGE 8) 


J. D. Marsh Wins 
Secretary Race; 
Vote is 194-76 


Trustee Victors: Bush, 
Collins, Davidson, Emerick, 
Peterson, Syphus 


By ROBERT B. MITCHELL 


Following the uncontested elec- 
tion of Charles E. Cleeton as presi- 
dent, David B. Fluegelman as vice- 
president and Osborne Bethea as 
treasurer, John D. Marsh, general 
agent of Lincoln National at Wash- 
ington, D. C., was elected by a vote 
of 194 to 76 over F. Leroy Garra- 
brant, New York Life, Asbury Park, 
N. J., as secretary of the National 
Assn. of Life Underwriters at the 
national council meeting Thursday 
afternoon in the Biltmore ballroom. 

Offering his congratulations, Mr. 
Garrabrant asked that the vote be 
made unanimous. 

Following is the complete list of 
new officers and trustees elected by 
the national council: 

President : Charles E. Cleeton, Oc- 
cidental Life of California, Los An- 
geles. 

Vice-president: David B. Fluegel- 
man, Northwestern Mutual, New 
York City. 

Secretary: John D. Marsh, Lin- 
coln National, Washington, D. C. 

Treasurer : Osborne Bethea, Penn 
Mutual, New York City (reelected). 

Trustees: 

Mrs. Eunice C. Bush, Mutual Life, 
Baton Rouge. 

Stanley C. Collins, Metropolitan 
Life, Buffalo, N. Y. 

William D. Davidson, Equitable 
Society, Chicago. 

Winston Emerick, New England 
Mutual, Johnstown, Pa. 

M. W. Peterson, Lincoln National, 
Charlotte, N. C. 

Harry J. Syphus, Beneficial Life, 
Salt Lake City. 

The national council elected the 
following nominating committee: 

Managers, Clifford H. Orr, gen- 
eral agent National Life of Ver- 
mont, Philadelphia, and Robert R. 
Reno, Jr., associate manager Equi- 
table Society, Chicago; soliciting 
agents, Gerard S. Brown, Penn Mu- 
tual, Chicago, and Thomas C. Nich- 
olls, Jr., New England Mutual, New 
Orleans; from former nominating 
committee members, David Marks 
Jr., general agent New England 
Mutual, New York City. 


First Elections Rapid 


The election of president and 
vice-president was run off rapidly 
(CONTINUED ON PAGE 42) 





6 


NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 21, 1951 





3rd Day 3rd D 


— 





Decide on Pending 
Woodson Title 


(CONTINUED FROM PAGE 5) 


Deletion Substitution 


In fact, the only change which the 
“conference” designation involves 
is deleting the word section where- 
ever it appears in the recently adopt- 
ed rules and regulations and sub- 
stituting “conference.” 

The meeting of the delegate body 
at which these and a few other 
changes were effected was sand- 
wiched into Thursday afternoon’s 
meeting of the delegate body. 
Details ofAction 

Specifically the convention adopt- 
ed by-law changes to: 

Set up the newly reconstituted 
general agents’ and managers’ group 
as the general agents and managers 
“conference” rather than adopting 
the designation “section” proposed 
by the managers’ committee. 

Change the title of the chief head- 
quarters staff officer from executive 
vice-president to managing director 
and make him a member of the 
board of trustees. 


To Be Board Secretary 


Clarify the duties of the presi- 
dent and managing director and 
specify that the latter shall act as 
secretary to the board of trustees. 

Specify who shall be eligible for 
membership in the general agents 
and managers conference, and abol- 
ish the former managers and gen- 
eral agents committee. 

Specify that the chairman of the 
general agents’ and managers’ con- 
ference is to be a member of the 
national council ex-officio. 

Specify that the managers’ chair- 
man and the managing director are 
each to have a vote in the conven- 
tion. 





Ann Hoffman, 17, was at the con- 
vention with her father, Maxwell L. 
Hoffman, N.A.L.U. of field service. 
It was her second N.A.L.U. conven- 
tion, her first having been at Den- 
ver, when she was three years old. 





Missed at this convention is Philip 
B. Hobbs, Equitable Society, Chi- 
cago, past president of N.A.L.U. 
Mr. Hobbs had to make an eastern 
trip that conflicted with the con- 
vention. 
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Florida is represented at the N.A. 
L.U. convention by 11 delegates, a 
number of whom brought their 
wives. The 11 are in addition to Na- 
tional Trustee Robert L. Walker, 
manager for Peninsula Life at Or- 
lando. Heading the delegation is 
William H. Holman, Peninsular 
Life, St. Petersburg, president of 
the state association. St. Petersburg 
alone accounted for three of the 
delegation. 


Jacob W. Shoul, Mutual Life, 
Boston, emphasized the value of the 
emotional appeal — to the heart 
rather than to the head — and pre- 
sented some of the approaches along 
that line which he has used with 
especial success, 





Insurance Commissioner John L. 
Maloney by his presence at the va- 
rious sessions has broken the tra- 
dition that originated with former 
Commissioner Caminetti a decade 
ago. That tradition was that com- 
missioners never lent their presence 
to cenventions. Mr. Maloney has 
also set a precedent by his larger 
cooperation with the industry. 





The executive committee of the 
Million Dollar Round Table, headed 
by Chairman John O. Todd, North- 
western Mutual, Chicago, was host 
at a luncheon Thursday to the two 
speakers on the Million Dollar 
Table hour of the N.A.L.U. conven- 
tion— George S. Severance, Ohio 
National Life, Chicago, and Jacob 
W. Shoul, Mutual Life, Boston. 





Mrs. James Rickard, of Bridge- 
port, Conn., sister of President John 
D. Moynahan of N.A.L.U., flew to 
Los Angeles to be present at the 
dinner given by Metropolitan Life 
Monday night in Mr. Moynahan’s 
honor. 


The Women’s Quarter Million MAN 
Dollar Round Table’s treasury jj ~ 
measurably enhanced as a result oj 
the vigilance of W.Q.M.D.R.T 
Chairman Norma Wasson Bard 
Mrs. Bard complained to the hote 
banquet department that the bone; h 

squab served at the W.O.M.D.R.7 T. c 
dinner was considerably above the 
statutory limit in the matter 9 
bones. The management, after look, A : 











ing into the matter, agreed, and cy; closel 
the price $1 per squab. the fi 
| has e% 
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At the meeting of the committee! 


on affairs of veterans and service} possit 
men, the chairman, F, Leroy Garra-| ec 
brant, New York Life, Asbury Park, Mr. 
N. J., mentioned that Reps. Martin! intend 
of Iowa and Rogers of Massachv- thi 
setts have introduced bills to restore pore 
to veterans all of the rights they| ue 
formerly had under National Sery-, “708 
ice life insurance before the 195, "SU" 
amendments to NSLI were enacted,| sgn 
Washington contacts indicate that _ - 
nothing will happen this year, but) 7°” 
Mr. Garrabrant indicated that there | eral 36 
can be no such assurance about, *°"°'* 
future years. | the age 
There was also discussion of the) Myst 
Kilday bill which would provide the| 
benefits for the survivors of mem-| Mr. | 
bers of the uniformed forces. It js| busine: 


supposed to be self-supporting, started 
through deduction from service, would 

men’s pay, but it was indicated that) agency 
there is some doubt about its ability the lif 
to stand on its own feet. | change: 
' that th 
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NDIANAPOLIS LIF 
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INDIANAPOLIS 7, INDIANA 


AGENCY OPPORTUNITIES IN Illinois 





Indiana. Iowa, Ohio. Michigan 
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A general agent who works so 
closely with his agents that this is 
the first N.A.L.U. convention he 
has ever attended, Forrest J. Curry, 
Penn Mutual, San Francisco, gave 
the general agents and managers 
' meeting Thursday morning a de- 
tailed account of how he has built 
' anagency that produced $15 million 

last year and is going at a pace that 
| will result in a $20 million volume 
~ for 1951. 

At the outset Mr. Curry asked 
that all in the room move their 
chairs to the front so that so far as 
possible his talk might be in the 
atmosphere of an agency meeting. 
Mr. Curry said that his talk was 
intended to challenge the audience 
to think about whether all of their 
procedures were right or wrong, and 
particularly which one might be 
wrong. He said that the sale of life 
insurance is a procedure and not a 
problem and it only becomes a prob- 
lem when it ceases to bea procedure. 
The only difference between a gen- 
eral agent and an agent is that the 
general agent is selling the man and 
the agent is selling a policy, he said. 
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Must Live Recruiting 


Mr, Curry said that he was in the 
business several years before he 
started to build a procedure that 
would not only attract men to his 
agency but hold them. He said 
the life insurance business never 
changes, but the general agent does, 
' that the first job is to recruit and 
that the general agent must live, 
sleep and dream recruiting, and that 
recruiting is hard work, 

The general agent must stay ever- 
| lastingly at it if his recruiting is to 
be successful. 
} 


i 











The second important duty of the 
| general agent is to encourage and 

stimulate old organizations. He em- 
#: phasized that there is no stopping 
the work, that the recruiting must 
go on day after day, week after 
week, and month after month, and 
that there must be no let-down in 
the stimulating and encouragement 
of those already under contract. 









me 








Must Have Prospect File 





“It is just as important for the 
| Seneral agent to have a file of pros- 
pective agents as it is for the agent 
to have a file of prospective policy- 
holders,” he said. Many general 
f| agents, he remarked, are talking to 
}) their agents constantly about the 
importance of prospecting but as 
| general agents they are not them- 
| Selves prospecting for agents. Ex- 
j{ actly the same process must be fol- 
lowed by the general agent, in pros- 
pecting for new men as the success- 
ul agent follows in rounding up 
Prospective policyholders. 


Usually the agent is told that he 
























Curry Works so Closely With His Agents 
That This is His First NALU Convention 


must have 100 active prospects in 
his file. Mr. Curry said that what- 
ever the agent is told along this line 
should be told by the general agent 
to himself so far as prospecting for 
new men is concerned. The general 
agent should build up a big inven- 
tory of men and Mr. Curry said very 
firmly that the general agent should 
be willing to finance any new man 
that he brings into the business. 


Promotes Care 


In emphasizing selection, Mr. 
Curry said that if every general 
agent were told he could hire and 
finance only 10 men eac hyear there 
would be much more selectivity ex- 
ercised and new men would not be 
brought into the business with the 
careless abandon that has charac- 
terized many general agencies in the 
past. 

“If you say you will finance every 
man you bring in the business, then 
you are going to be very much more 
careful about who it is that you put 
under contract,” Mr. Curry said. 


He warned against employing 
any new agent during the first in- 
terview. It is often a temptation to 
do so, he said, but there should be 
more than one interview and inves- 
tigation of the prospective agent 
before he is put under contract. 


Money Isn’t Everything 


Mr. Curry tells a new agent: “To 
work for a living just for money is a 
miserable thing. If you come into 
this business, you come into it as a 
builder, not as just somebody to 
make some money. Millionaires, and 
accumulators of money die every 
day, and they have not necessarily 
built anything nor performed any 
service in their communities.” 

Every general agent should be op- 
erating on a plan that projects into 
the future, a five-, 10- or 15-year 
plan, or for whatever length of time 
may be desired, but in any case, a 
plan. 

Mr. Curry exhibited some charts 
showing the recruiting history of 
his agency. Mr. Curry’s over-all con- 
tention was that the general agent’s 
time should be spent with his men. 


Builds Up His Men 


“I live with my men, I build up 
my men. This is the first time I have 
ever attended an N.A.L.U. conven- 
tion because until now I felt that I 
had to spend all of my time at home 
with my men recruiting and stimu- 
lating, and marking successes of 
them.” 

The men in Mr. Curry’s agency 
meet every morning at 8:30 for a 
half hour of training and study. Mr. 
Curry said that a successful general 
agent must have a minimum of out- 
side interests. He must devote him- 


self first, last, and all the time to the 
work of his agency, and enter into 
outside activities only with what 
time may be left over. 


Creates Prestige 


One of the biggest jobs of the gen- 
eral agent, Mr. Curry said, is to 
build prestige of the agent. The 
product of life insurance enjoy a 
high rating in the minds of the pub- 
lic, but the agent doesn’t. The im- 
portance and desirability of life in- 
surance is clearly established in the 
public mind, but the prestige of the 
agent is still not high. 

This being the case, one of the big 
problems of the general agency is to 
build up the agent, in his own mind, 
and in the mind of the public. Mr. 
Curry says he does not hesitate to 
send out publicity to an agent’s cli- 
ents when the agent is a production 
leader, when he goes to the home 
office, school, or when he goes to the 
home office, school, or when he 
achieves anything else that is dis- 
tinctive and unusual. These mail- 
ings are usually in lots of 500 and 
have been found to be very helpful 
to the producing agent. 


Seek Stature 


“Why are you fellows fighting for 
the presidency of the association?” 
Mr. Curry asked. “I will answer it 
for you; for the prestige that goes 
with it. If prestige means that much 
to you, it means even more to the 
agent. So give him, in every way, all 
of the prestige you can.” 

Mr. Curry’s office sends a letter 
to each new policyholder in which 
it is remarked that the agent who 
sold the policy is thoroughly trained, 
efficient, experienced and one en- 
tirely capable of consulting intelli- 
gently, of offering intelligent con- 
sultation on any insurance problem. 
This lettter, which is a prestige 
builder, goes automatically to every 
new policyholders in the Curry 
agency. 


Write Out Principles 


One of Mr. Curry’s operating 
principles is that every agent should 
set down celarly on paper what it is 
he wants in life, and then whether 
he is willing to pay the price for it. 
Not everyone wants the same thing, 
Mr. Curry contends, and so an agent 
whose ultimate production possibil- 
ity is $400,000 a year should not set 
down a goal of $2 million a year pro- 
duction. He should be sane and sen- 
sible about his ambitions, but they 
should be established, they should 
be before him, so that when he 
achieves them he comes into a state 
of happiness and fulfillment that is 
never possible with those whose 
mistakenly high goals are never 
reached. The general agent must 
build his life on the wants and de- 
sires of his agents, not his own wants 
and desires. Operating this way, if 
the general agent wants more vol- 
ume, the answer is to get more men, 
not to expect unreasonable volume 
out of the existing men. 





Winston Emerick, New England 
Mutual, Johnstown, Pa., N.A.L.U. 
trustee was reminiscing about J ohns- 





town flood occurrences with Elmer 
Rupp, Los Angeles insurance news- 
paper correspondent covering the 
convention sessions. Neither Mr. 
Rupp, who worked on the Johns- 
town Democrat in 1905-6, nor Mr. 
Emerick experienced the great 1889 
inundation personally, but both of 
them knew many people who had 

been there. a 





Krueger Again Handling 
CLU Convention Publicity 


Ed Krueger, director of field serv- 
ice State Life of Indianapolis, is in 
the 13th year acting as press repre- 
sentative for the American College 
and the American Society of C.L.U. 
at the N.A.L.U. convention. Trade 
paper editors have come to count on 
Mr. Krueger’s prompt and accurate 
coverage of C.L.U. events as a ma- 
terial aid in handling the events of 
this hectic week. 





Cring Host to Pacific 
National General Agents 


Kenneth W. Cring, vice-president 
and superintendent of agencies of 
Pacific National Life, was host at a 
luncheon and meeting for the com- 
pany’s general agents present at the 
N.A.L.U. convention. 

Mr. Cring announced two new 
policies, one the “Panlaco” invest- 
ment policy, the other a medical re- 
imbursement contract to be sold 
with life insurance to executives 
only. He also announced some new 
sales promotion material. 





A. G. Joseph, general agent for 
Home Life of New York at New 
York City, has attended many N.A. 
L.U. conventions, but because of ill- 
ness had to miss the one he wanted 
most to attend, which was this 
year’s. His absence prevented him 
from hearing his wife, Mrs. Lillian 
L. Joseph, who is a member of his 
agency, give her talk at the national 
sales seminar on Thursday. 





Imogene Haigh, secretary to Max- 
well L. Hoffman, N.A.L.U. director 
of field service, is attending her last 
N.A.L.U. convention as a member 
of the N.A.L.U. headquarters staff. 
She is leaving Oct. 12 and will be 
married the next day to Walter E. 
Elliott of Roanoke, Va., sales man- 
ager for the Chicago Periodical 
Sales Co. Mr. Elliott is on the road 
for his company most of the time 
and Miss Haigh will travel with him 
after their marriage. This is Miss 
Haigh’s fifth N.A.L.U. convention. 
She has been with N.A.L.U. eight 
years. 





L. J. Evans, general agent of 
Northwestern Mutual at Portland, 
Ore., combined his trip to the con- 
vention with a little talent scouting. 
As chairman of the Portland asso- 
ciation’s program committee, he is 
sooking names of speakers who have 
something extra on the ball. 
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Delivers Warning 
on NSLI Return 


(CONTINUED FROM PAGE 6) 


Carlyle Dunaway, N.A.L.U. coun- 
sel, said that the American Life 
Convention and Life Insurance 
Assn. are conducting a study of the 
actuarial phase of the plan. He said 
that he had found a number of very 
questionable features about the bill 
which he hopes to have the oppor- 
tunity to present before the sub- 
committee that is handling it. 


Actuarial Flaws Seen 

There appear to be actuarial flaws 
in the measure, but if it should be on 
an actuarially sound basis, it would 
be hard to oppose. The annuities 
under the bill would give service- 
men’s dependents a kind of protec- 
tion that most life companies don’t 
give them. 

Mr. Dunaway said he had been 
corresponding with Mr. Kilday and 
had been invited to appear before 
the committee. There appears to be 
no great urgency behind the bill and 
it is unlikely to get any action at 
this time. 

Lists Benefits Available 

Chester Jones, Washington, D.C., 
general agent for Massachusetts 
Mutual, listed the great amount of 
benefits available to servicemen. He 
mentioned that Mrs. Anna Rosen- 
berg, assistant secretary of defense, 
had made much of the fact that the 
late Admiral Sherman’s widow had 
an income of only $75 a month. Mr. 
Jones said he believed that the facts 
about servicemen’s benefits should 
be brought to Mrs. Rosenberg’s per- 
sonal attention since the informa- 
tion supplied her had probably come 
from subordinates and she was very 
likely unaware of the true situation. 

Mr. Garrabrant suggested stress- 
ing mainly the large amount of ben- 
efits for servicemen, and secondarily 
the possible lack of actuarial sound- 
ness of the systems under which 
they are set up. 

One of those present suggested 
that not only Mrs. Rosenberg, but 
editors, particularly of national 
news magazines such as United 
States News, be familiarized with 
this situation regarding service- 
men’s benefits. 


Treat Techniques for 
Membership Drives 


(CONTINUED FROM PAGE 5) 


ciations in New York State had 
made a good showing for the year, 
and that the good record was not 
the result of just a few of the local 
units. George Shoemaker, presi- 
dent of the New York state associa- 
tion was not present to receive the 
award, but it was accepted in his 
stead by Spencer McCarty. 

The Charles Jerome Edwards 
award was won by the Columbus, 
Ga. association. During the year the 
Georgia association registered a 
gain of 151 members. 

Mr. Walker said that if each one 


Frank W. Bland, Pacific Coast manager of 
The National Underwriter, and Clair D. DuBois, 


assistant superintendent of agencies for the 
West Coast for Equitable of Iowa. 


in attendance at the Los Angeles 
meeting would return to his home 
city and secure five members, that 
in itself would achieve the desired 
membership goal. 


Rockford Surveys Potential 

Speaking from the floor, Cecil 
Williams, Rockford, Ill., said that he 
thought there could be a consider- 
able increase in the membership of 
the local associations throughout 
the country if a survey of poten- 
tialities could be made. He stated 
that some weeks ago the Rockford 
association, with a membership of 
120, had found that there were also 
120 active life men in Rockford who 
were non-members. As a result of 
this special drive, 47 of these non- 
members were brought into the as- 
sociation. Mr. Williams remarked 
that a similar situation might be 
found in a majority of the associa- 
tions throughout the country. 

Maxwell L. Hoffman of National 
association headquarters gave an 
outline of credential requirements 
and told what the voting procedure 
would be for national council dele- 
gates. 

Philip B. Hobbs, Equitable So- 
ciety, Chicago, chairman of the com- 
mittee on national affairs was un- 
able to be at the Los Angeles meet- 
ing, and his report was read by 
Managing Director B. N. Wood- 
son. Mr. Woodson did not read the 
report but related the essence of it. 
He said that the consensus of the 
members of the committee was that 
the life insurance industry can best 
help the treasury department in its 
sale of war bonds by passing along 
to the treasury department its un- 
derstanding of the techniques used 
in the sale of intangibles. 

Julian Myrick, past president of 
N.A.L.U., reported for the citizens 
committee on the Hoover report. He 
said that 300 committees had been 
organized at the local level whose 
work has been to give all possible 
publicity and understanding to the 
Hoover report. 


Part of M.D.R.T. Rules 


John O. Todd, chairman of M.D. 
R.T. pointed out the importance of 
making certain that all agents as- 
piring to membership in M.D.R.T. 
have explained to them the fact that 
they cannot qualify unless they are 
members of the national associa- 
tion. He said that he had had to re- 
ject the applications for M.D.R.T. 
membership from 15 who had writ- 
ten a million dollars. business this 





year who had failed to join the na- 
tional association. One of those 
whose application for M.R.D.T. 
membership was rejected was, he 
confessed, in his own agency and 
had not joined the association owing 
to an accidental set of circum- 
stances. 

The report of the speakers bureau 
was given by Chairman Harry J. 
Syphus, Beneficial Life, Salt Lake 
City. He emphasized the importance 
of association members sending the 
names of good quality speakers to 
the bureau, pointing out that the 
members of the various associations 


Two Air Force Colonels Fly 


are almost the sole source of infor. 
mation regarding speakers. 

The report of the committee on 
women underwriters was given by 
Mrs. Elsie Doyle, Union Centraj, 
Cincinnati. She commented upon 
the increased interest of women ip 
association work and predicted tha; 
their attendance at the association 
meetings in 1952 would be tripled, 

W. Thomas Craig, Aetna, Los 
Angeles, reported for the committe 
on general agents and managers. He 
said that the committee is now op. 
erating under established rules an 
regulations. 





To L.A. to Get C. L. U. Diplomas | 


For example, Dr. Davis W. Gregg, 
dean of the American College, mo- 
mentarily stepped out of his role in 
preesenting the candidates for the 
C.L.U. designation when he read 
his own name in the list of gradu- 
ates. 

“IT am very proud to receive the 
C.L.U. designation,” said Dr. Gregg, 
“and to take my place with the 
others who are here to receive their 
awards tonight from Dr. Hueber,” 
as he took his place in front of the 
speakers table and joined in raising 
his right hand while Dr. Huebner 
gave the new C.L.U.s the official 
charge of professional ethics and 
conduct. 


Flies From Indiana 


John O. Bradshaw, colonel in the 
air force stationed at Atterbury air 
force base, Columbus, Ind., jour- 
neyed to Los Angeles by air to re- 
ceive his C.L.U. designation. Colo- 
nel Bradshaw, prior to reentering 
the air force was a resident of La- 
fayette, Ind., following his four 
years’ service in the air force during 
the second world war. 

Colonel Bradshaw was one of the 
founders of College Life of Indian-- 
apolis and represented that com- 
pany at Lafayette before reentering 
the air force. He retturned to Atter- 
bur ai force base immediately afte 
the conferment dinner. 

Another air force colonel, Robert 
L. Boyd, U. S. Air Force, arranged 
for a sstopover in Los Angeles on 
his way to report for duty in the far 
eastern theatre, in order to receive 
his C.L.U. designation in person. 
Colonel Boyd in civilian lfe s gen- 
eral agent of the Equitable Life of 
Iowa at Kokomo, Ind. He succeeded 
to the general agency upon the 
death of his father Lowell T. Boyd, 
who was the first C.L.U. in Indiana, 
achieving the designation in 1928. 
Lowell Boyd served as the first 
president of Indianapolis C.L.U. 
chapter when it was organized in 
1932. 

A number of fathers and sons 
have earned the C.L.U. designation, 
but the award of the C.L.U. designa- 
tion to S. Rush Coffin, son of Vin- 
cent B. Coffin, senior vice-president 
of Connecticut Mutual, is unique in 
another respect. It is believed that 
this is the first instance of the son 
of a trustee of the American College 


receiving C.L.., designation, as Vin. 
cent B. Coffin was re-elected to 4 
three-year term as a truste of th 
collge at the annual meeting of the 
trustees at Los Angeles on Sept. 18 

There were several unusual fea- 
tures in connection with the award- 
ing of the C.L.U. designations at 
the annual conferment exercises 
Wednesday evening. 


M.D.R.T. Features | 
Room Hopping at 
Coronado Hotel 


Room-hopping is an innovation | 
that is expected to be one of the out- | 
standing highlights of the Million | 
Dollar Round Table’s annual meet- | 
ing at Coronado, Cal., Sept. 21-25.) 
Over 30 Round Table leaders will be | 
hosts in their rooms starting next} 
Sunday. Various subjects will be) 
reviewed informally, a topic having| 
been assigned for discussion in each | 
host room by Walter N. Hiller, 
Penn Mutual, Chicago, vice-chair- 
man and program chairman, and 
Arthur F. Priebe, Penn Mutual, 
Rockford, who will be in charge. 

The room-hopping hosts and the 
subjects to be discussed in their 
rooms are: Reed W. Brinton, New 
York Life, Salt Lake City, “Estate 
Planning for Owners of Business”;! 
Royall R. Brown, Northwestern} 
Mutual, Winston-Salem, N. C, 
“Approaching the Executive f or 
Business Insurance”; George B.| 
Byrnes, Equitable Society, Pasa 
dena; “Commission Arrangements 
on New Pension Business After; 
Aget Dies”; Warren F. Coe, Penn 
Mutual, Oskosh, Wis., “Merchan- 
dising of Profit-Sharing Plans”; 
Paul W. Cook, Mutual Benefit, Chi- 
cago, “Key Man Coverage”; John 
P. Costello, Southwestern Life, Dal- 
las, “Life Insurance for Stock Re 
tirement”; J. Welldon Currie, New 
England Mutual, New York, “Sec- 
tion 102 as a Source of Business In- 
surance.” 

Edwin G. Davies, Manufacturers 
Life, Los Angeles, “Business Inst- 
rance in Close Corporations”; At 
drew J. Elder, London Life, Tor 
onto, “Telephone Techniques”; 4: 
C. F. Finkbiner, Jr., Northwesterm 

(CONTINUED ON PAGE 44) 
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Give Back to 
Prospect What 
Belongs to Him 


That Is Advice of 
George S. Severance on 
American College Hour 


“Give back to your prospect that 
which belongs to him,” was the ad- 
vice which George S. Severance, 
Ohio National, Chicago, stressed 
especially in his talk at the Million 
Dollar Round 
Table Hour. 

Mr. Severance, 
who started sell- 
ing life insurance 
on an industrial 
debit in Chicago, 
referred to some 
difficulties en- 
countered at that 
time, which often 
causes lim to ask 
whether it was 
all worth while. 
“Then all I would have to do would 
he to sell one 10-cents-a-week policy 
to change my entire outlook. 

“After what seemed to be a long, 
cold winter, spring would arrive 
with new excitement. At this time 
of year, the center of my sales ac- 
tivities would move into Lincoln 
Park where all the young mothers 
were on parade with their baby 
‘buggies. I remember one occasion 
when, with rate book in hand, I ap- 
proached one young mother as she 
was strolling down the path. As we 
discussed the benefits of a baby poli- 
cy, several of her friends and neigh- 
bors gathered around, and in no 
time at all I had sold seven baby 
policies. I have always referred to 
this as my first group case. After 
one year in the business, I wrote my 
first $5,000 policy, and that was real 
excitement, for that was something 
I had hoped to do since my first day 
in this business.” 


Profitable Ideas Listed 


Mr. Severance listed some experi- 
ences and ideas that have been 
profitable. No. 1 on the list was: 
“Give back to your prospect that 
which belongs to him.” Early in his 
career a prospect told him: “You 
insurance men make the mistake of 
trying to sell your prospects on the 
ideal program. All through the in- 
terview you guys try to sell your 
own ideas, the perfect program that 
has been outlined to you by the ex- 
perts. But, do you ever try to give 
back to the prospect that which be- 
longs to him, not that which be- 
longs to you?” He went on to say: 
“Tt seems to me that a man will ac- 
cept that which belongs to him 
much quicker than he will accept 
that which belongs to you.’ 


How To Accomplish It 





G. 8S. Severance 


“That thought impressed me,’ 
Mr. Severance said. “I dwelt upon 
it. I began to study and use this idea 


in all my interviews and presenta- 
tions. I soon discovered that it 
worked. It was sound sales logic. 
You can accomplish it in this man- 

r: During every interview, make 
notes of your prospect’s desires, 
needs and weaknesses. Written 
notes are not always possible, so de- 
velop the ability to retain mental 
notes on all phases of the interview. 
Then, develop your _ prospect’s 
wants, his needs and his ideas into 
your proposal. And, returning with 
his thoughts, properly organized 
into your presentation, you'll be 
surprised to see how rapidly they'll 
be accepted. For it is natural for a 
man to accept his own ideas with 
enthusiasm. Remember, too, that 
after he has accepted his own ideas, 
the chances are he’ll be willing to 
accept a few of yours.” 

He emphasized as his second 
thought, the power of organization. 
“The records prove that we don’t 
have to be tax experts, we don’t 
have to be lawyers, nor do we have 
to be born of wealthy families to be 
successful,” he said. “But we must 
apply the common sense we are en- 
dowed with and work and study. 

“And, we must keep a constant 
vigil against all disorganizing 
thoughts and action! When we are 
organized, we have real power. 
When we are disorganized, we are 
no one. Disorganization, in most 
instances, is the product of idleness 
and inactivity.” 


Voice of Duty, Voice of Pleasure 


The influence of power that will 
help to keep one organized, he said, 
is the voice of duty, and that which 
keeps a man disorganized is the 
voice of pleasure. The key to suc- 
cess is the ability to recognize the 
difference between these powers. 
The voice of duty merely whispers 
while the voice of pleasure uses a 
megaphone. 

The voice of duty whispers soft- 
ly: “There is a little task for you to 
perform a few miles from here on 
the south side of town. It’s a cold 
night, but you should go. It’s just a 
small change of beneficiary. It won’t 
do you any good this month, but 
perhaps in four or five months you 
will profit from it considerably.” 

Then the voice of pleasure cries 
out in a loud voice: “Come along 
with me and we will have a lot of 
fun — cocktails, parties, ball games. 
That little unimportant job can 
wait until tomorrow.” 

Mr. Severance said it is necessary 
to maintain a constant vigil against 
the voice of pleasure and its disor- 
ganizing effects. “Not only must we 
train our minds to recognize the 
voice of duty, but our every action, 
our every thought must be guided 
by its admonition.” 


Learning From Others 


His third point was the value of 
study and learning from others. 

“T believe we will agree that to 
keep abreast of our business, we 
must study. If we were employed 
as a laborer, within a year there 
would be a vast difference in our 
physical appearance. Our biceps 
and triceps would expand and be- 


Sam E. Miles, vice-president of Provident Life & Accident, and past president of L..A.MA, 
and Charles McKenzie, Dallas, superintendent of agencies, south central region, Paul Revere § 


Massachusetts Protective Assn. 


come larger; our back muscles 


would become stronger and more 
sturdy, and we ourselves would pre- 
sent a more robust appearance. 
However, if we to change to desk 
work, at the end of a year we would 
soon wax weak through the lack of 
muscular activity. Why? Because 
we must constantly use the power 
we have or it shall be taken away 
from us. 

“The same is true of our mental 
growth and development. Constant 
study of our business, the review of 
fundamentals, learning new sales 
techniques, and new sales pro- 
cesses, results in the mental growth 
of a salesman; mental inactivity 
brings about the death of a sales- 


man. 





























“If we were to review the past 
and analyze many of our successful| 
sales, we would probably discover| 
that our willingness to learn from} 
others played a great part in ourac- 
complishments. Learning from oth-) 
ers and incorporating what we have| 
learned into our everyday life will) 
give us more power, greater under-| 
standing, and will lead the Way to} 
unlimited opportunities.” 





Condition Prospect’s Mind 


Mr. Severance said that his fourth 
idea, conditioning the mind of the 
prospect to act favorably, is per- 
haps the most important single 
phase in the entire sales process. 
“When our minds are properly cor- 


(CONTINUED ON PAGE 41) 























Among those at the reception preceding the W.Q.M.D.R.T. dinner: Estelle Nagle, New Yor 
Life, San Francisco; Helen Fisher of the T. Eaton Life, Winnipeg; Lillian L. Joseph, Home Lile 0 
New York, New York City, who spoke on the national sales seminar Thursday; and Eve 3 
Wyatt, New York Life, San Francisco, who addressed the women agents’ meeting Th 
































NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 21, 1951 














of LLAMA, 
aul Revere & 








, the past 


successful | D 
y discover; 
earn trom) 


in our ac-| 
from oth-) 
it we have} 
y life will] 
ter under-\ 
ne way to} | 
















t 
a Mortgage Redemp 
his fourth : rvice 
“oo Nonparticipating Insurance Sub-Standard Se 
nt single e 
erly cr Participating onaiitl Wide Age Rang Systems 
: 41 nas y 
| Juvenile Insurance Salary Saving Riders 
t Plans lemental Term ¥ 
Special Low Cos Suppiem erage 
? e Plans Cov 


Flexible Family incom 


Retirement Plans 


| 
| 
| 
| 





i The LINCOLN NATIONAL LIFE INSURANCE COMPANY 


Fort Wayne 1, Indiana 
Its Name Indicates Its Character 








NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 21, 1951 


3rd D 








Agent Brown Gives Wise and Witty Talk 
At General Agents’ and Managers Session 


Peering at his audience of general 
agents and managers through a pair 
of binoculars, Robert A. Brown, Jr., 
agent of Pacific Mutual at Los An- 
geles opened his talk by saying that 
he was using the glasses “to deter- 
mine if I had any close friends in the 
audience, as it was pointed out to me 
that I would need them before my 
remarks were completed.” 

Mr. Brown’s talk as actually de- 
livered at Thursday’s session of the 
general agents and managers, de- 
parted considerably from the ad- 
vance copy on which the account in 
the second Convention Daily issue 
of “The National Underwriter” was 
based. 

The new version contains so much 
additional valuable material and 
humorous touches, that it is repro- 
duced, practically verbatim, here- 
with, 


Text of Talk 


Mr. Chairman and the nation’s 
leading sales executives, it is a great 
honor for me to address you before 
your conference of the National as- 
sociation. I am going to let you in 
on a little secret. A survey was con- 
ducted across the nation. Each one 
of you men received a questionnaire 
which read as follows: “Who is the 
most independent, contrary and 
hard-to-get-along-with agentin your 
agency. If you have none that meets 
this description” (and some of you 
did), the questionnaire read on as 
follows, “who in some other agency 
will meet these qualifications?” 
Here standing before you is the re- 
sult of this survey. I feel particu- 
larly well qualified to handle this as- 
signment as I am sure my general 
agent will tell you that I spend more 
of my time trying to tell him how 
to run his business than I spend try- 
ing to produce my own. 


Doesn’t Slight Managers 


I think that it is time that I tell 
you that I have reworded the title of 
this little talk. It should read, “The 
General Agent or the Manager and 
I.” I don’t want you managers to 
think that I have forgotten you and 





Mrs. Eunice Bush, Mutual Life, Baton Rouge, 
N.A.L.U. trustee; and John H. Evans, Home 
Life of New York, New York City, at the re- 
ception preceding the W.Q.M.D.R.T. dinner. 





simply allow you to sit back and feel 
that these remarks do not apply to 
you. They most certainly do. In 
fact, you fellows as a group, as dis- 
tinguished from general agents, 
even get paid a salary for raising all 
the hell that you do with your 
agents. I have made the following 
assumptions in preparing this talk: 

1. That you are out here primarily 
because this was an excuse to spend 
a nice vacation in sunny southern 
California. 

2. That you are here at this par- 
ticular conference hoping that you 
can return to your agencies with 
some new ideas. 

I assume farther that you read all 
the management services and the 


insurance journals, and accordingly 
it would be difficult for me to tell 
you anything that you did not know. 
In fact, it is my understanding that 
there isn’t an agent that can tell you 
men anything so my remarks will be 
confined to personal and curbstone 
opinions centering around the rela- 
tionship of the general agent or the 
manager and his agent. 

We will first talk about the fact 
that the general agency is a partner- 
ship, and to be successful as a part- 
nership all partners must be con- 
tributing. Of course, in some cases 
this might be a limited partnership, 
and the identification of the limited 
partner will be determined by who 
is making the analysis. In this part- 


nership we will look at the respons; 
bilities of the general agent or map 
ager and then at the respons ibilitie 
of his agents. 

We will then deal with the elim; 
nation of uncertainties in the mind 
of your prospective agents and ¢ 
my prospects. Third, we will trac 








the typical agent through his firsy 
five years in the business. He is no, 
really typical, as he did everythin 
during this period as his gener 
agent or manager suggested, W, 
will cover here some aspects of i 
man’s training and methods of cyt 
ting down agency turnover, 

We will then move on to the trait; 


(CONTINUED FROM PAGE 28) 














Congratulations 


To the members of the National 
Association of Life Underwriters, 
on the occasion of their Sixty-second 
Annual Convention, for their 
continuing and effective efforts in 
advancing the standards and scope 


of life insurance sales and service. 


Founded in 1867 in Des Moines 
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Tom W. prescribes 
SON GLASSES 








One of a series of advertisements illustrating how a 
representative of The Equitable Life Assurance Society 
serves his community by selling life insurance. 





THOMAS |. PARKINSON, President 
393 Seventh Avenue. New York I, N.Y. 





ia 


, te er 
. & 











Tom W. is not an oculist, optometrist or optician— 
but he’s done a lot to promote foresight in his com- 
munity. 

The son glasses he fits are the kind that make 
a father realize that his boy’s education is too 
important to be left to “happenstance”. 

In short, Tom’s job is to remove those well known 
rose-colored spectacles from the eyes of heads of 
families, home owners and business men— give them 
a clear and realistic pre-view of the future—and get 
them to act on what they see. 

Incidentally, Tom W. doesn’t need magnifying 
glasses when he surveys his 27 year record as a 
promoter of human happiness and security. There’s 
not a man in town who has done more for the good 
of his fellow citizens — and through them, for the 
community as a whole—than Tom W....who is proud 
to call himself a representative of The Equitable 
Life Assurance Society. 


x * * 


LISTEN TO “THIS IS YOUR FBI”. .. official crime-prevention broad- 
casts from the files of the Federal Bureau of Investigation... another 
public-service contribution sponsored in his community by The 
Equitable Society Representative. 


EVERY FRIDAY NIGHT « ABC NETWORK 
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Shoul Stresses 
Importance of 
Emotional Appeal 


The importance of the emotional 
appeal in life insurance selling was 
stressed by ‘Jacob 
W. Shoul of Bos- 
ton, premier pro- 
ducer of Mutual 
Life and long- 
time leader in the 
Million Dollar 
Round Table, in 
his talk at the 
M.D.R.T. hour. 

As an illustra- 
tion, Mr. Shoul 
gave a story he 
has used time and 
time again when trying to sell an 
educational policy to a father for his 
son, always with good results. 

A father came into the room of 
his boy who was very ill. He sat 





Jacob W. Shoul 


down to have a talk with him — the 
father in the rocking chair in the 
corner of the room and the boy in 
bed. The boy was unable to move 
his head and had to lie in one posi- 
tion. 

They kept up their conversation 
until slowly the sun began to set and 
the shadows began to appear in the 
room. Gradually the room got dark- 
er and finally night fell and the 
room was in total darkness. 

The son, who had always been 
afraid of the dark, said: “Dad, are 
you still here?” 

“Yes, son, I am,” replied the fath- 
er. “It is getting so dark I had better 
put the light on.” 

And the boy said: “No, dad, let it 
stay as it is.” 

After a few minutes of quiet, the 
boy asked, “Dad, is your face to- 
ward mine?” and the father said: 
“Yes, son, my face is looking to- 
ward yours.” 


“This Is Protection” 
Then the boy said: “As long as 


your face is toward mine there can 
be no darkness. The room is light 
and bright, and I am not afraid of 
being in the dark — I am not afraid 
of being in the dark.” And with 
these words the boy fell asleep. 
“This is protection,” Mr. Shoul 
said. “This is what every child 
should have from his father. This is 
what they have a right to expect. 
“When you get home, try this 
story on one of your prospects — 
but be sincere and you will be 
surprised at the effect it will have 
on him. Always remember to talk to 
his heart, and you will encounter 
less resistance toward cost, divi- 
dends, conditions and what-not.” 
He also recited a personal experi- 
ence that he has used with good ef- 
fect. He had a prospect 35 years old, 
earning $5,000 to $6,000 a year, mar- 
ried, and with two small boys, to 
whom he had been trying for several 
years to sell an educational policy 
for his boys. Every time Mr. Shoul 
brought the subject up, however, he 
had a number of reasons ready for 











CHAS. H. LEBER 
President 


The Blow ts toward 





FOUND by discriminating men and women who have selected this company as 
the one measuring up to their standards of morality and integrity. 





Home Office 
SEATTLE, WASH. 


H. A. THORSVIG 
Agency Vice-Pres. 





Where 
Opportunity 
and 
Lifetime 
Security 
Are 








JOIN — SUPPORT YOUR LIFE UNDERWRITERS ASSN. 














not buying, and Mr. Shoul nad dl 


most given up on him. —— 
Case of Shoe Shine Boy 


One day as he was leaving his oj 
fice he was approached by a youn 
ster about 8 years old with a sho 
shine kit. His clothes were torn, hj 
face was unwashed and he looked 
though he were not too well fe 
When the boy was through shinip 
his shoes, an idea came to him a 
he said: “Johnnie, how would yog} 
like to earn a dollar?” The boy | 
course, was delighted with tisaeal | 
portunity and Mr. Shoul took hj 
down the street to the buildip 
where this prospect had his office |, 

When he got into the office hg| | 
said: Johnnie — give this man; | 
shine.” The prospect had no objeg| | 
tion, but said “By the way, Jake, th| | 
life insurance business must 4 





tough, I see you have somethin 
else to do.” Mr. Shoul did not ap 
swer him — just sat in the corne 
watching the boy shine his shoe 
“When he was through, I pai 
him and sent him on his way. Then 
closed the door, turned sharply 
looked him straight i in the eye, an‘ 
said: ‘Jim, what guaranty have yo 
that if something should happen t 
you tonight your own little boys a 
home won’t have to do exactly this’ 
He stopped smiling and becam 
very serious — and I could see tear. 
come to his eyes. | 











“Without waiting for a reply, | 
took out an application blank an 
said: ‘Jim, sign here. I will have th)| | 
doctor within an hour.’ I sold this] | 
man two educational policies thaj| | 
same afternoon. 











Plays Up Love for Family 


“You must have noticed that i 
describing this case I have played y 
the love and affection this man ha 
for his family, especially for hi 
sons. Please always try to remembe, 
that the average prospect is not in 
terested in the technical terms 0 
your policy or the logic of your sal 
talk. If his need is for personal lif 
insurance, his action or reaction! 
always an emotional one. Therefor 
always try to appeal to a mam: 
heart rather than to his head. Dont 
try to reason with him. Just tryt 
reach his heart strings. You willd 
ways get better results.” 

Mr. Shoul started life insuran { 
selling 36 years ago at the age of? 
as an immigrant from ae 
with very little knowledge of tH 
English language and no prepa 
ation at all except to be suppli 
with a rate book (which he said W 
about the size of a telephone pe 
tory), a bunch of applications and 
sample case. He contrasted 4 
with the basic training that is a 
to the new agent today, 
teaches him how to handle new a 
ations, shows him tried and tes 
methods of prospecting and oe 
It instructs him how to make a sal 
presentation and endeavors to hel 
him to plan his work, which he sa 


is very, very important. 
Mr. Shoul said many young m | i 
(CONTINUED ON PAGE 38) 
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. reply, | 
lank an 
have the | | 
sold 


My Dad’s a 
Great-West Life man! 


cies thai 
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P Don father-less families held together; at college he will have 
ist or friends who have been assured an education: all because of 
ul W1 ‘ 


Sure, he’s proud of his Dad. But he’s too young as yet to 


understand fully how his father, as a life underwriter, serves 
his friends and neighbors. As he grows older, he will come 
to know how people depend upon his father for advice and 
counsel in arranging their financial affairs. He will meet 


people who are enjoying a carefree retirement; he will see 





life insurance. And he will know many people who have 
nse that wonderful feeling of security that comes with a well 
oer planned life insurance program. He’ll always be proud to 


) prepat say: “My Dad’s a Great-West Life man!” 
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Tue Officers and Directors of The Security Life and 
Accident Company join with their California General Agents 
and Agents in extending a hearty welcome to the N.A.L.U. 


Convention assembled in Los Angeles. 


WwW WK 


@ We endorse the splendid work of the various Local 
and State organizations in cooperation with The National 


Association — 


@ We believe that the future of the Agency System is better 
served by active participation of agents in their association 


activities. 


W. Lee Baldwin, 
President 


Lyman C. Baldwin, 
Vice-Pres. & 
Director of Agencies 





Company 


(A STOCK COMPANY) 


HOME OFFICE 


DENVER * COLORADO 


Life — Accident — Health — Group — Hospitalization 

















Chicago Association Ready 
To Welcome Midyear Meeting 
Visitors, Show Them Its Setup 


Delegates to the 1952 and 1953 
midyear meetings of the National 
Assn. of Life Underwriters at Chi- 
cago will have as their host one of 
the largest associations in the coun- 
try yet, though the Chicago asso- 
ciation numbers over 2,100 mem- 
bers, including 100% membership 
from 39 agencies, visitors will soon 
realize that the important feature 
of the association is not its size but 
rather the way in which the asso- 
ciation touches all bases in the mat- 
ter of service both for the individual 
agent and the insured public in gen- 
eral. To this end 400 association 
members are active on 24 com- 
mittees. 


Unfavorable Practices 


Reflecting the agent - public obli- 
gation felt within the association 
in the business practice committee, 
which acts as a watch-dog to curb 
business practices and advertising 
which may have an unfavorable in- 
fluence on the business. Recently, 
for example, a young couple, upon 
accepting a new term coverage de- 
signed to replace another contract, 
found they had unwittingly signed 
a note for payment along with other 
forms. 

When they decided against the 
insurance, the agent held them to 
their note. The signed note was 
legal and binding. The case was 
referred to the business practice 
committee. Home office officials, 
when informed of the operation, 
immediately cancelled the note. 

Again, radio and newspaper ad- 
vertising plans to replace perma- 
nent policies with term—got a slap 
from the committee. Close exami- 
nation by the committee resulted in 
cancellations by Chicago radio sta- 
tions and newspapers of the pro- 
posed advertising. 


Responsible for Ideas 


The Chicago association is re- 
sponsible for some of the vigorous 
and progressive ideas reflected to- 
day in the national body. Not the 
least of these is the council of field 
underwriters. The council is com- 
posed of elected agent representa- 
tives from each agency. The repre- 
sentative brings to the council ideas, 
suggestions, and criticisms of fellow 
agency members. In return, he re- 
ceives and disseminates council 
views on topics of current interest. 
Except by special invitation, agency 
heads are not permitted at council 
meetings. Among specific achieve- 
ments, the council has taken the 
lead in seeing that more agents serve 
as trustees of the National associa- 
tion. The movement within the Na- 
tional association to curb govern- 
ment spending originated at Chi- 
cago. The National association af- 















fairs committee started in Chica 
Sending the right agent to th 
state capitol at Springfield to see th 





Bs 


. 


affected the agent and his client: 
The individual agent would find x 
time to study these bills and the; 
amendments. The project could 
accomplished only with the aid ¢ 
the Chicago association in coopera. 
tion with the Illinois association anj 
the Insurance Federation of Ill. 
nois. Through the work of the legis 
lative committee, in cooperatig; 
with the state association, bills de. 
signed to enforce the Chicago jj. 
censing fee of $35 annually for 
agents were defeated. Savings bank 
insurance, which makes serious ip. 
roads into the market of agents in 
other states, was not adopted in Ill. 
nois. In cooperation with N.A.LU. 
the Chicago committee also worked 
for a termination date on NSLI 
with gratifying results. The under. 
takers association, working with the 
Chicago association, took a stand 
against the practice of selling life 
insurance through undertakers, In 
cooperation with the National asso- 
ciation, the committee is working 
for a revision of section 213 of the 
New York state insurance law. Itis 
working also to clarify the status of 
agents under social security, espe- 
cially after treatment, and to qualify 
agent’s retirement pension plans ur- 
der section 163. 


Educational Advantages 


Training classes, covering the 
range of C.L.U. examinations, and 
the course, “How to Sell Life In- 
surance,” are offered by the asso- 
ciation in conjunction with North- 
western University. In addition, six 
classes are scheduled in section |\ 
and section 2 of the Life Under. 
writer Training Council. Leaders in 
the business are obtained from dis- 
tant points as well as locally to im 
part sales ideas that would help in- 
crease public service and enable 
agents to be more successful with 
“sharpened tools.” 

The educational aspect works 
both ways. Forty members of the) 
association’s school relations com- 
mittee got in touch with Chicago 
public schools with a view to edt 
cating students on the place of life 
insurance in their lives and in the 
national economy. Films, text mz 
terial, and qualified speakers art 
made available to the schools and 
to the public through this com 
mittee. : 

Currently, the speaker’s bureat 
the association has as its project It 
tures on the Hoover commis 
The bureau sent letters to each’ 

(CONTINUED ON PAGE 36) 
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SHOULD ATTENDANCE BE SUCCESSFUL? 





Where to Hold Annual NALU 
Conventions is Yearly Problem 


One of the annually recurring 
problems for National Assn. Life 
Underwriters leaders is where to 
hold the annual conventions. 

There are two sets of opposing 
factors, both strong and both well 
recognized. For maximum attend- 
ance and the greatest degree of 
representativeness from the entire 
country, there is no question but 
that some midwestern city is far su- 
perior to any other location. 

At the same time, other regions 
of the country have an understand- 
able yearning to play host to an 
N.A.L.U. conveniton. Not only is 
there the natural hospitable im- 
pulse, but there is no question but 
that having a national convention is 
highly stimulating in promoting 
membership and interest, not only 
in the convention city, but through- 
out the entire region. Yet, the ad- 
vantages of representativeness and 
high attendance are necessarily sac- 
rificed. 

As an illustration, the attendance 
at this year’s meeting at Los An- 
geles was definitely lower than when 


the annual meetings are held in the 
middle west. There was a large and 
gratifying attendance of Pacific 
Coast life people at Los Angeles, 
but such representative states as In- 
diana, Illinois, Michigan and Ohio, 
did not send large delegations to the 
Los Angeles convention. In other 
words, such sates in which the asso- 
ciation movement is strong, and in 
which there are a number of excel- 
lent local associations do not have a 
large attendance turnout when the 
meeting is 2,000 miles away. Such 
important eastern cities as Boston, 
Baltimore, Philadelphia and Wash- 
ington were certainly not represent- 
ed in large numbers at Los Angeles. 


Edges of Continent 


At this year’s convention there 
were a number who commented 
upon the fact that last year’s meet- 
ing was held in Washington, D.C., 
on the Atlantic seaboard, and that 
this year’s meeting was held at the 
extreme other end of the country, 
while 1952 will see it again on the 
eastern rim of the continent. It was 


remarked that this worked a hard- 
ship on all of those living in the cen- 
tral and south central states. 

The National Assn. of Insurance 
Agents has just concluded an inter- 
esting experiment. During the past 
four years it has held its annual 
conventions in Chicago, at the Stev- 
ens hotel. The reaction of the mem- 
bers to this arrangement has been 
favorable and the attendance has 
been high. For one thing, the Stev- 
ens hotel has the largest number of 
rooms of any hostelry in the world, 
and so most of those in attendance 
were able to stay at the convention 
hotel. 


Centrally Located 


In the second place, Chicago is 
probably the most centrally located, 
and most convenient city for a ma- 
jority of the members. As it turned 
out, the membership did not find 
the returning to Chicago each year 
for the convention to be monoto- 
nous, or unattractive. Instead, they 
expressed themselves as feeling 
very much at home. After four years 
in Chicago, the National Assn. of 
Insurance Agents will go to Cleve- 
land for its 1952 meeting. 

Most of the members who com- 
mented on what might be the best 
meeting place for the N.A.L.U. an- 
nual conventions did not advocate 
returning year after year to the 
same city, but many said that plans 
should be made to hold the conven- 
tion in such conveniently located 
cities as Chicago, Detroit, St. Louis, 


Indianapolis, Cincinnati, or Kans, 
City. Those who commented uq 


tional association leaders may hay4 
been incloned in the past to yield t 
pressure on the part of a city th, 
was especially aggressive in dm 


favorably said they felt that N, Al 


manding the next annual meeting bag__ 


brought to it. 





35 Company Dinners 
Held Thursday Evening 


Thursday evening there were HN 


—, 


company dinners given by com> 


panies for their people attending 
N.A.L.U. convention. These w 
held at various hotels and clubs, 

In addition, Metropolitan Lif 
gave a reception at the Biltmor 
Metropolitan’s dinner was Monday 
evening, in hoonr of President John 
D. Moynahan of N.A.L.U. 





Frank Mozley, Beneficial Life, Saf 
Lake City, has only missed on 
N.A.L.U. meeting in the last 2) 
years. He attended his first meeting 
in 1911. He is Utah national com 
mitteeman. On Oct. 6 Mr. Mozley 
will observe his 50th anniversary in 
the life insurance business. He start. 


ed with Metropolitan Life but hasf 


been with Beneficial Life for 41% 
years. It has become a traditionhe 
that he makes the adjournment mo. 
tion at the conclusion of nationa 
council meetings. 














GREETINGS... 


to the 


National Association of Life Underwriters 


from the following Utah Life Insurance Companies: 


BENEFICIAL LIFE INSURANCE CO. 


Home Office—Salt Lake City 
DAVID O. McKAY, President — CLYDE J. SUMMERHAYS, Vice Pres. & Dir. of Agencies 


COMMERCIAL TRAVELERS INSURANCE CO. 


Home Office—Salt Lake City 
W. A. CONOVER, President — HUGH TUTTLE, Vice Pres. 8 Agency Mgr. 


EQUITABLE LIFE and CASUALTY INSURANCE CO. 


Home Office—Salt Lake City 
R. E. ROSS, President — J. P. ALLEN, Vice Pres. — RAY E. ROSS, Director ef Agencies 


PACIFIC NATIONAL LIFE ASSURANCE CO. } 


Home Office—Salt Lake City 
RAY H. PETERSON, President — KENNETH W. CRING, Vice Pres. & Supt. of Agencies 
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AMERICAN NATIONAL RELIANCE LIFE INSURANCE CO. 
INSURANCE COMPANY of Pittsburgh THE FRANKLIN LIFE INSURANCE CO. 
Telephone DOugles 2-4423 DOugles 2-1834 YUkon 2-6130 
333 Montgomery St. San Francisco 4 105 Montgomery St. San Francisco 4 605 Market Street Sen Francisco 5 
S. C. MARTIN Ba, CHARLES S. BROWNING 
‘ . MANUFACTURERS LIFE INS. CO. port 
Ganarel Agent W. D. OBERHOLTZER aw 
NATIONAL LIFE OF VERMONT diel Cale THE CANADA LIFE ASSURANCE 
Telephone 2-1942 ennee saree eaiaaaiad 
_ 1 Montgomery St. — San Francisco 4 binstey~sedlaspanee-eidhcenel le 58 Sutter Street San Francisco 4 
One Eleven Sutter — San Francisco 4 
THE D. M. BROVAN t 
NORTHWESTERN MUTUAL can 1 ae 
LIFE INSURANCE COMPANY ciseiiiiiiinmnenaee tine 
A AETNA LIFE INSURANCE CO. 
RICHARD J. SHIPLEY INSURANCE CO. 
\ General Agent Telephone GArfield 1-2626 
YUkon 2-4200 
564 Bale oy Ree ae 4 One Eleven Sutter — San Francisco 4 220 Montgomery St. — San Francisco 4 
RAYMOND DESTON, C.L.U. W. B. CHRISTENSON F. J. VAN STRALEN, C.L.U. 
General Agent for Northern California Branch Manager General Agent 
“BING” FRANKLIN, Brokerage Manager MASSACHUSETTS MUTUAL LIFE 
re nsuince Com OCCIDENTAL LIFE INSURANCE INSURANCE COMPANY 
| gins Telephone GArfield 1-3866 
‘elephone - 
DOugleas 2-7910 DOuglas 2-0817 ‘ 
1122 Russ Bldg. Ge ee ae 300 Montgomery St. San Francisco 4 One Eleven Sutter St. San Francisco 4 
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John James 





Raymond R. Ross, Dir. of Agencies 
eer ee Tae rece ee Equitable Life & Cdsualty Ins. Co. 


The Members of the 


extend 


Utah General Agents and Managers Assn. 


GREETINGS to the 
N. A. L.U. CONVENTION 


J.P. Allein, Vice. Pres................... Equitable Life & Casualty Ins. Co. 
J. A. Anderson, Dist. Mgr...............-- Prudential Ins. Co. of America 
Layton Baldwin, Manager...............---+--- American National Ins. Co. 
Willis S. Peterson, Manager.......... Mutual Life Ins. Co. of New York 
T. W. Bechtol, General Agent...............----- Penn Mutual Life Ins. Co. 
Robert L. Boyer, General Agent.............-...-se--eccceeeeeeeeeees Paul Revere 
EE OTT Travelers Ins. Co. 
Joseph Butler, General Agent.....................----2-+-- Aetna Life Ins. Co. 
Max Caldwell, General Agent...................- Connecticut Mutual Life 
George J. Cannon, Vice Pres...............--..-+----+- Beneficial Life Ins. Co. 
H. P. Connbry Manager... ..ci.5-0.2-..--.0cccecseonend Northern Life Ins. Co. 
Sheldon Christenson, Gen. Agent............------ Mutual Benefit Ins. Co. 
Wilson A. Conover, Pres...........---------- Commercial Travelers Ins. Co. 
Ford Crandall, Manager...........-------++-+---- Metropolitan Life Ins. Co. 
Kenneth W. Cring, Vice Pres.....Pacific National Life Assurance Co. 
Elmer F. Davy, Managet..............--.-----20+- Home Life Ins. Co. of N.Y. 
Lewis T. Ellsworth, Vice Pres............- Commercial Travelers Ins. Co. 
Hazen Exeter, Gen. Agent................---- Pacific Mutual Life Ins. Co. 
T. W. Fotheringham, Manager.......... Prudential Ins. Co. of America 
V. Garfield, Manager.............-.....00---++++ United Benefit Life Ins. Co. 
Ernest Halverson, Managet............----------+- Kansas City Life Ins. Co. 
Ivan S. Hansen, General Agent.............-...------ Western Life Ins. Co. 
John B. Hover, Manager................--...+-------++--- Bankers Life Ins. Co. 
Thorpe B. Isaacson, Gen. Agent........ Lincoln National Life Ins. Co. 
Ivan Johnson, General Agent....Pacific National Life Assurance Co. 
Walter M. Jones, Manager.........------- Business Men’‘s Assurance Co. 
John S. Kerns, General Agent......Northwestern Mutual Life Ins. Co. 
Grant M. Mack, Managet..............-..0:---:0000eeeeseeee Standard Ins. Co. 
Fred W. Heuer, Managev...........----- Equitable Life Assurance Society 
L. S. McQuarrie, Gen. Agent....Washington National Insurance Co. 
Dave Peterson, General Agent..............-.------ Beneficial Life Ins. Co. 
Ray H. Peterson, President........ Pacific National Life Assurance Co. 
Leo Porter, General Agent............ Columbian National Life Ins: Co. 
Max Rasmussen, General Agent...............--- Occidental Life Ins. Co. 


R. E. Ross, President.................-.- Equitable Life & Casualty Ins. Co. 
Claude Salisbury, Mgr. Life Dept................... The Kolob Corporation 
R. S. Satterfield, Secy.-Treas............. Commercial Travelers Ins. Co. 
Sterling W. Sill, Manager...................c.cs000000- New York Life Ins. Co. 
Virgil H. Smith, Vice Pres...............-....220000+- Beneficial Life Ins. Co. 


D. C. Stephens, Manager...............----- Security Life & Accident Ins. 


Clyde J. Summerhays, Vice Pres. & Supt. of Agencies. 
POLE. SA RA ET A Beneficial Life Insurance Co. 


Harry J. Syphus, Gen. Agent............---- Beneficial Life Insurance Co. 
Hugh Tuttle, Vice Pres. G Agency Manager............--- 


EER a | Rec tin a ENERO Commercial Travelers Ins. Co. 


Melvin B. Squires, Manager......Pacific National Life 


Honorary Members 


Assurance Co. 


Wt A es niaiia tomate oo. a Penn Mutual Life Ins. Co. 


Salt Lake City 


Winner of Russell 
| Award Undisclosed 
| Till Later Today 


The winner of the John Newton 
| Russell Award for distinguished 
service to life insurance has in pre- 
vious years been announced well in 
advance of the award’s actual be- 
stowal. However, this year, at the 
special request of John Henry Rus- 
sell, who established the award in 
honor of his late father, the identity 
of the, recipient was not announced 
and will not be until the fellowship 


luncheon Friday afternoon. : 


TODD ADDRESS 


MDRT Proposes to 
Stiffen Standards 
on Term Credits 


Factful background material re- 
garding the Million Dollar Round 
Table was reviewed by John O. 
Todd, Northwestern Mutual, Chi- 
cago, 1951 M.D.R.T. chairman, at 
the Million Dollar Round Table hour 
on the final day of the N.A.L.U. 
annual meeting. 

From its initial gathering in 
Memphis in 1927, the M.D.R.T. has 
grown from 32 members to 949 in 
1951. To verify the applications of 
the 723 members currently qualify- 
ing and in handling other inquiries 
required at least 4,000 exchangse of 
personal correspondence, plus at 
least another 6,000 pieces of mail, 
Mr., Todd reported. The M.R.D.T. 
now has its own office in Chicago 
and Mrs. Harriet Moeller, whom 
Mr. Todd introduced, serves as exec- 
utive secretary. 

Affairs of the M.D.R.T. are di- 
rected by a five-man executive com- 
mittee. Each member traditionally 
serves five years, handling various 
committee chairman posts until he 
heads the executive committee in 
his fourth year. He then continues 
on the committee as immediate past 
chairman. 




















From two Equitables: Herbert Hedges, gen- 
eral agent for the Iowa company at Kansas 
City and past president of N.A.L.U.; and De- 
borah Lewin, agent for Equitable Society, Los 











Angeles. 


° 


In introducing his fellow exe 
tive committeemen, Mr. Todd ng 
that the four had a total of 83 yg 
in the life insurance business, I 
ing started at an average age of ap | 
On an average they _ qualif 
for the M.D.R.T. in their seve 
year in the business and on the ay nov 
age they have qualified a total 
OY times. Mr. Todd estimated g The CaP 
the four men had put a total of ggroduction 
$50 million of life insurance on ical kno" 
books. These men are Theoggprce, and 
Widing, Provident Mutual, Pind meml 
adelphia, immediate past chairmaptors fea 
Walter N. Hiller, Penn Mutual, (ypstrumen' 
cago, vice-chairman; William greserve 4 
Earls, Mutual Benefit Life, Cingpf this Sys 
nati, and G. Nolar Bearden, Ngevelop tht 
England Mutual, Los Angeles, fling men 

Mr. Todd explained the necessgrocessing 
of establishing certain standardsfred D. F 
membership as companies vary pouthern ‘ 
counting volume of production, jt the 01 
establishing M.D.R.T. qualifqAmerican 
tions, the following standards gpriters anc 
observed: LU. in ¢ 

1. All ordinary insurances, inclp-U. conve 
ing level term, is counted at fa As in tl 
value. Decreasing term hereafifiplomas t 
will be counted at one-half of fagidates was 
value, and if proposed by-laws afer, preside 
passed at the M.D.R.T. businekge. How 
meeting, all term will be limited #Pancock, 
$500,000. This last proposal is sughe outgoin 
gested to strengthen the signifean Societ: 
cance of the M.D.R.T., as very fef Dr. Fags 
members have ever qualified withqent of thi 
much as $500,000 term. men calls fc 
Retirement Policies elligent stt 

2. Retirement income policiguman acti 
with or without insurance, have ggs,and ye 
far been counted at 125 times tquman beit 
monthly income. Proposed by-lapthe searc 
amendments will change this to Ifpols and sc 
times. ; 

3. Practically all other types ¢abor’s Re 
coverage, including group life aq , 
group annuities are credited ober - 
$1,000 of volume for every $15 en ity 
first year commission. vod along 

Mr. Todd reported that 263 eased pow 
27.7% of the M.D.R.T. membersq"? MOst I 
C. L. U.s, while C. L. U.s represq the labor 
only about 8% of the N.A.L a. 
membership. In 1951 there weref : e te 
M.D.R.T. members who recei =. a 
C.L.U. designations, all of thgMeessent 
either first, second or third yq'S¢ Syster 

° ed in the u 
qualifiers. | Motors 

“Who says you can’t impr oy ag 
your business while spending 4 . uc 
time to take C.L.U. exams?” } — 
Todd asked. ae b t 

In analyzing the qualities ty°™© re 
make for M.D.R.T. membersiff Fret ch. 
Mr. Todd said that it isn’t knof® “' 17 
edge alone, although the high eS ms 
centage of C.L.U.s among the mq ap 
bership indicates it is a factor. [iether ; 


hool teach 


ey. C 

















ergy whos 
PARTNER — LOS ANGELBP'try’s pt 
GENERAL AGENCY {.°2ving tt 


emocra: 

Well established General AgeMfrenth of | 
for major Company issuing Littenends a 
Accident and Group needs youlfdividual ¢ 
aggressive partner. SuccessMnued: “Sir 
experience in agency organiZ#ious that t¢ 
tion work necessary. Rush replfem from t! 
P. O. Box 6599 an, we mu 
Metropolitan Station rhe to buil 

Los Angeles 55, California [,2nce, anc 





dividual, W 
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and we must demand a new stand- 












a to SCRCSOE 
matali The capitalistic system of mass 


oduction, management skill tech- 





ince on L , 
Theodgpree, and mechanical evaluation 


tual, P q membership is what the dic- 
‘chairmgptors fear more than any single 
[utual (pstrument of destruction, and to 
Villiam #reserve and increase the strength 
ife, Ciné this system, management must 
rden, Ngevelop the same know-how in han- 
igeles, ling men that it now possesses in 
€ necessprocessing materials, said President 
-andardsfred D. Fagg, Jr, of University of 
ies vary pouthern California in his address 
luction, }t the conferment dinner of the 
- qualifigamerican College of Life Under- 
ndards riters and the American Society of 
'‘L.U. in connection with the N.A. 
U. convention at Los Angeles. 


As in the past, presentation of 
1 hereafifiplomas to successful C.L.U. can- 
1alf of fafidates was made by Dr. S.S. Hueb- 
et, president of the American Col- 
Y. busineege. Howard C. Cammack, John 
: limited Hancock, Albany, presided. He is 
osal is sughe outgoing president of the Amer- 
he signifean Society of C.L.U. 
is very fet Dr. Fagg said that the develop- 
fied with@ent of this know-how in handling 
encalls for as sympathetic and in- 
elligent study of the wellsprings of 
e  policieguman action, of the motives, striv- 
ce, have gigs, and yearnings of the individual 
times {human being as is given so readily 
the search for raw materials, new 
Is and scientific truth. 








T types bor’s Responsibility 
Les “Labor must develop greater re- 
ery $15 onsibility for public and private 
ood along with its drive for in- 
hat 263 ¥eased power,” Dr. Fagg said. “The 
o most promising developments 
the labor field are to be found in 
eimproved understanding of some 
re wereft the younger generation of labor 
o receigzders and their frank acceptance 
1 of thgithe essentials of the private enter- 
third vse system, as recently exempli- 
“fed in the union contract with Gen- 

al Motors. 
“Here is probably the first such 
ontract which openly and willingly 
cepts the existing distribution of 
hcome between wages and profits 
s normal—if not as wholly pleas- 
g. Let these signs of progress for 
pe acceptance of the private enter- 
mise system, and for the profit 
hotive, be read by all who can read 
whether they be private citizens, 
hool teachers, or members of the 
etgy whose voices echo from the 


NGELESPuntry’s pulpits.” 


embers 
$ repres 


N.A.L 
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t impro 
ending { 
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ams?” | 
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cy {Saying that the basic strength 

f democracy depends upon the 
I AgeMrensth of free men, which in turn 
ing Li rrends upon the strength of the 
ds youdividual citizen, Dr. Fagg con- 


uccessMnued: “Since it becomes so ob- 
rganiZfous that the power of free men 
sh repltem from the capacity of the free 
‘an, we must do everything pos- 
ion ble to build additional strength, 
tomnid rice and responsibility in the 
vidual. We must stop running to 






ard of morality in the conduct of 
pubile affairs. When we do these 
things, we shall have made decided 
progress in putting our domestic 
house in order and in winning addi- 
tional friendships in the family of 





ness and professional men to select 
the Hi-Y boy of the year. A group 
of seven final contestants had been 
chosen from some 4,000 boys in the 
area and, naturally they had out- 
standing records in scholarship, 
student and community activities, 








nations.” 
government for the solution of our Stress on Security 
problems, we must recover from the 
bureaucracy more of the initiative, 


Dr. Fagg said that a few weeks 
ago he served on a panel of busi- 





and service in the church of their 
choice. 

“When we asked the boys what 
career each intended to follow, we 
could not fail to note the concern 














A Recent Ad In The SATURDAY EVENING POST Tells Millions About B.M.A.’s Complete Income Protection 


Y) ec D/, 
Lag. 











In these times family needs multiply sur- 
prisingly fast. There are the usual number 
of accidents and inevitable periods of 


sickness—tonsils to come out—children to ae 


be educated—mortgages must be paid. . 
All these are normal family problems, 


any one of which may prove to be an ab- eee: 
normal strain on the family budget if you £ Pat 


don’t have adequate income protection. ~~) 
So why not check yourself today. See if 
- you have all the protection your family 
needs. Check each item. If any needs 
aren't now protected or supplements to 
present protection are ‘required, your 
B.M.A. representative can tell you how 
easy it is to provide the missing services. 





| Check Yourself -Do You Have... 


_ A plan to pay hospital and surgery benefits for yourself and 
your family? : 


7.1] 
A plan to pay monthly income while you are sick or when : 
you are injured? = stg : i 


medical bills when your children are hurt at oA | | 
-_ 

10.[ | 

u.L] 


A plan to pay 
school or play? 


A plan to pay all expenses in case of polio? 


A plan to pay off the mortgage and refund all payments on 
principal in event of your death? 


_A clean-up fund to pay off your debts and taxes in event of 
your death? 


EAC iP S\ _- 
KME WARITAR _ 8 
SAY IY OS cS 
@ i 2 


. te-adjustment period while the children are growing? 
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A plan to pay your family $500.00 in cash immediately by 
emergency. draft attached to your policy . .. then . . . provide 
an income for your wife and children during the important 


A plan to. assure funds for your children’s college education? 





A plan to guarantee you cash or a monthly income at what- 
ever retirement age you select? 





A complete’ business insurance plan. 








Group Insurance in your company? 
(life—Accident & Health—Hospitalization) 








_ lf your present insurance program isn’t adequate ... or if new needs have 
developed, there’s a B. M.A. plan especially suited to your. situation. 


: BUSINESS MEN’S ASSURANCE 
ry COMPANY OF AMERICA. 
B. M.A. Bldg. Union Station Plaza Kansas City 10, Me. 


Without obligation ‘on my port pleose send me information about the B.M.A. plans | 
have checked: Po, : Boe 

(1)— (2) (3) (4) (5) _— (6) — (7) (8) __ (9) __. (10) _. (11). - 
NAME a : 


a 








: “CIty. 
OATE OF BIRTH occurATION-__- 





STATE. 











OFFICES IN MORE THAN 60 PRINCIPAL CITIES IN 34 STATES AND THE DISTRICT OF COLUMBIA AND HAWAI 
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they had for the security offered 
either by a profession or business 
opportunity,” he said. “Some mem- 
bers of our panel were frankly puz- 
zled by the seeming lack of willing- 
ness to take risks until they realized 
that they were talking to members 
of a generation who had never 
known anything but turmoil and 
uncertainty in international affairs, 
who had witnessed the use of emer- 
gency powers by their own govern- 
ment for so long a period that these 
powers have nearly been accepted 
as a substitute for private responsi- 
bility, who faced both a certain— 
and uncertain — future in the mili- 
tary service, and to whom security, 
therefore, had unusual value. 


What They Wanted 


“Our further probing showed 
that, while the boys talked of pen- 
sion plans and retirement benefits, 
what they really desired was the as- 
surance of the continuation of a way 
of life that offers a political, eco- 


nomic, and spiritual, climate permit- 
ting the fullest development of their 
own particular capabilities. And, be- 
fore anyone questions the courage 
or imagination of our present-day 
young people, he should remember 
that such a climate was very much 
in the minds and hearts of those re- 
vered pioneers who left homes in 
various parts of Europe and sought 
haven in the inhospitable wilderness 
they helped to convert into the glo- 
rious America we know today. 





Size of N.A.L.U. Operation 
Impresses Conventioneers 


President John D. Moynahan of 
N.A.L.U. had the close attention of 
those in the auditorium during the 
reading of his forcefully delivered 
and thoughtfully conceived report 
at the first general session. It was 
inclusive without being tedius. He 
seemed to arouse unusual interest at 
two points. First, when he stated 
that the 1952 operating budget of 
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improves performance 


From childhood’s earliest 
moments... balance is 
essential to progress. 


So, too, in a life insurance 
company, continuous 


achievement is aided by a favorable 
balance of past history, present 


progress, and future plans. 


Fidelity is a well-balanced 


company. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT. AVENUE 
PHILADELPHIA © PENNSYLVANIA 





the association will amount to $336,- 
000 and that there is a national 
headquarters staff of 23 full-time 
employes. Apparently many in the 
audience did not realize that the as- 
sociation is operating on such a 
large scale basis. Similarly it seemed 
to cause some surprise when Mr. 
Moynahan remarked that over 50% 
of the members of the association 
are licensed to write accident and 
health insurance. 





Why They Don’t Run 


Casting about for a possible rea- 
son why it is so hard to get N.A.L.U. 
members to run for trustee, one 
company official opined that it was 
because the members are, in general, 
feeling pretty good about their sit- 
uations and are not inclined to get 
themselves elected so as to push 
some reform they are particularly 
interested in. 





Mrs. Elsie Doyle, Union Central, 
Cincinnati, was on the “Happy 
Homes” program of radio station 
KGJ, Los Angeles, Thursday morn- 
ing. Mrs. Doyle’s message, beamed 
to the wives, was that they should 
take considerably more interest in 
their husband’s life insurance pro- 
grams and in evaluating this cover- 
age they should not think of the face 
amount but the amount of income 
that it will produce. 





Mrs. Ed Baker, whose husband is 
manager for John Hancock at Louis- 
ville, is helping out at the Louisville 
Life Underwriters Assn. headquar- 
ters, following the resignation of 
Virginia Bell. Mrs. Baker attended 
the executive secretaries’ session 
Thursday at Los Angeles. 








New C.L.U. Chief 





York, whose election as preside, 
of the Americ 
Society of CL, 
was reported; 
the first convey 
daily of “The \; 
tional Unde, 
writer,” has lo 
been active; 
C.L.U. affairs ; 
New York Cit 
particularly 


Carl Spero, Independent, 4 
[ 








Carl Spero 
with the issuance of the New Yor 
chapter’s compendium of compan 


connection wit 


practices. 





Robert H. Denny, vice-presidey 
of State Mutual Life, didn’t ai 
at Los Angeles until Wednesda, 
He was originally scheduled to g 
to Los Angeles with George Pal 
Smith, agency secretary, but Mf; 
Denny remained in Worcester {: 
the funeral of President Georg 
Avery White of State Mutual, wh 
died Sept. 12. 





The N.A.L.U. convention gay 
William H. Siegmund, generalage | 
Connecticut Mutual, Los Angeles, 
welcome opportunity to hold are 
union with his many Chicago friend 
who were at the convention. M 
Siegmund is a Chicagoan by birt 
and was in the life insurance busi 
ness there for a number of years. H! 





al 


= 





ROC! 





was general agent for Connecticu a 
Mutual there when he transferrediy | 135 S 
the same capacity to Los Angele 

in 1946. 














Mrs. Norma Wasson Bard, Phoenix Mutual, Los Angeles, at the reception precedini 
Women’s Quarter Million Dollar Round Table, of which Mrs. Bard is chairman; and Col. D. 
vice-president of Phoenix Mutual Life, who was the principal speaker at the dinner. 
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Leading Life Offices of Chicago 


N. A. L.U. 62nd Anniversary 


The Offices listed on this page are leaders in the life insurance field in Chicago. They believe in the National | 
Asociation and for what it stands, and through this medium extend their cordial greetings | 


to the 62nd annual meeting in Los Angeles 





.- 


ROCKWOOD S. EDWARDS 


General Agent 
AETNA LIFE INSURANCE COMPANY 


120 SOUTH LA SALLE STREET, CHICAGO, ILLINOIS 
Telephone ANdover 3-1920 


> YOUR BROKERAGE AND SURPLUS BUSINESS SOLICITED << 


ALL FORMS OF ORDINARY, GROUP AND PENSION CONTRACTS 
NON-CANCELLABLE ACCIDENT AND HEALTH 


JOSHUA B. GLASSER 


General Agent 


CONTINENTAL ASSURANCE COMPANY 


Illinois’ Leading Life Insurance Company 
39 SO. LA SALLE STREET 


CHICAGO 3, ILLINOIS e CENTRAL 6-1296 
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W. A. ALEXANDER & COMPANY 
THE PENN MUTUAL 
Life Insurance Company 


JOHN H. SHERMAN 
FRanklin 2-7300 


WADE FETZER, JR., C.L.U. 
135 South La Salle Street 
CHICAGO 


FREEMAN J.WOOD 


GENERAL AGENT 
LINCOLN NATIONAL LIFE INSURANCE CO. 


208 So. La Salle St. => Telephone: CEntral 6-1393 





AN AGENCY WELL EQUIPPED TO 
HANDLE BROKERAGE BUSINESS 



































FRANKLIN LIFE 


Chicago Division 
Berent, Prestine & Miles, Inc. 


THE Boege, Cantrell & Demme 
H. J. Doyle & Son, Inc. 
A. D. CROW AGENCY Dunley Agency 


Genck Agency 
Kaluza Agency 
Kravit Agency 
Lichtenwalter Agency 
O'Doherty Agency 


The Lincoln National Life 
Insurance Company 


Suite 2162 Saunders Agency 
135 S. La Salle Street Turner Agency 
CEntral 6-8013 Wartell Agency 


Regional Office 
120 S. LaSalle Chicago 


F. J. BUDINGER, C.L.U. 
Regional Sales Director 












THE CHICAGO AGENCY] | IF YOU DEMAND. | 


THE Unexcelled Serviee 
PRUDENTIAL INSURANCE CO. Kapet Tadeeetn ot Tome 
OF AMERICA ee 


These are as close as your phone | 
ROBERT E. FLORIAN, C.L.U. 


SID. KENT, Manager 
GEORGE L. SCHOMBURG 


hp : LOTITO General Agent 
. CARMEN 

cunian F. GRIFFIN FRANK A. REKER 
Assistant Managers Brekerage Manager 


JAMES A. SHEVLIN 
Cashier 
1246 Field Building Chicago 3 
Home Office: Newark, N. J. 


The Connecticut Mutual Life 
Insurance Company 


208 S. LeSalle St. RAndoler 6-6430 
Chicago 4, Illinois 
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(CONTINUED FROM PAGE 12) 


that the agent would like to see his 
nanager or general agent possess, 
ind finally we will recheck our agent 
‘riend and determine if, at the end 


of his five years, he should be left 
alone or if there are any traits the 
general agent can develop in his 
agent after this point to transform 








OGRESS 
KE THIS 
PELLS 







With the addition of the Connecticut 
territory, it’s an even stronger story .. . 
of interest to every aggressive producer who 
is looking for the type of policies his clients 
want—and is looking forward to establish- 
ing a general agency of his own in Connecti- 
cut or New York State. 


New agency appointments are moving 
ahead in both states. For complete infor- 
mation, communicate with 
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ppereuntiy Sone: 


Since the change-over to full agency 
operation in 1948, Postal Life’s new busi- 
ness has increased fourfold . . . because 
Postal has a strong story for its agents to 
tell and because brokers and surplus writers 
find in Postal Life the type of policies and 
service that appeal to clients. 


ROY A. FOAN, Vice President 
and Director of Agencies 


on Os i © Fa Fe oe > 




















him from an above average man to 
an outstanding insurance man. 
There is the pattern. 

Now let’s move in on the closing 
interview between the genearl agent 
and his prospective agent. This is 
the culmination of the recruiting 
process. A general agent friend of 
mine recently told me that it took 
him 20 years to discover this tech- 


| nique which he has used recently 


with great success. He asks the 
prospective agent what he thinks 
the life insurance business will ac- 
complish for him and what are the 
things he likes about the business, 
and then he asks—and this is the 
important phase of it— what are 
some of the things he doesn’t like 
about the business. He spends all 
of his time then on removing these 
negatives reasoning that he doesn’t 
have to spend any more time on that 
which he knows the prospective 
agent likes about the business. I 
wonder how many of you men have 
lost good agents simply because you 
didn’t ask them some of the things 
they were worried about in this 
business. 


Can’t Work So Cheap 


You told him that this business 
is the best paid hard work in the 
world, and it will pay him exactly 
what he is worth. Maybe he doesn’t 
feel that he can afford to work this 
cheap. In that case you want to 
know about it. This technique, it 
seems to me, will help you eliminate 
some of the uncertainties that may 
be in this man’s mind. Certainly 
your job and mine is complicated 
by draft boards, by the prospective 
horrors of atomic and bacterial war- 
fare, by the economic ravages of 
inflation, and by the deadly suppres- 
sion of human liberty in one nation 
after another. 


We should understand, therefore, 
the terrible sense of urgency and 
futility our prospects may feel. 
You might call it the atom bomb 
complex, but to me the complex is 
far more dangerous than the bomb. 
A whole lifetime can pass away 
waiting on uncertainties, and it is 
high time that we advise our pros- 
pects they can’t afford to let the 
things they can’t count on rob them 
of the things that they can count on. 


General Agent’s Duty 


In this partnership, what is the 
primary responsibility of the gen- 
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General Agent 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


1186 Raymond Boulevard, Newark 2, N. J. 
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CHAS. W. CAMPBELL & ASSOCIATES 
Serving Northern New Jersey 
The Prudential Ins. Co. of America 
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CHAS. W. CAMPBELL. C.L.U., MGR. 


Associate Managers 


Suite 1115, 744 Broad St. 
Phone MA 3-8000 


WILLIAM H. KINGBELL 
Newark, N. J. 











eral agent or manager? A general 
agent friend of mine defines it this 
way: His responsibility is nothing 
more than to place a well-informed, 
skillful agent in the presence of a 
good prospect under conditions 
favorable to a scale. If your agents 
don’t make sales, you are not a suc- 
cessful general agent or manager, 
Isn’t this then your primary respon- 
sibility? You can help him become 
well informed. You can help him 
and he can help himself become 
skillful, and you can show him and 
help him get in the presence of a 
good prospect under conditions fa- 
vorable to a sale. 

What has been your primary in- 
terest as a general agent? I would 
guess that those of you who have 
thought about it would come up 
with this answer—that your pri- 
mary interest is for the success of 
your agent even before your own 
particular financial plans or interest, 
because if you have an agency 
composed of successful agents, you 
need never worry or spend too much 
time with your financial affairs. 


Is Consistent 


I am not suggesting to you that 
you maintain a philosophy that | 
am not maintaining myself. I try to 
tell myself daily the only way to 
negotiate life insurance is on the 
needs of the client, not on the needs 
of the agent. I think we will sell so 
much more insurance and better 
planned if we approach it in this 
manner. If we are to sell on the basis 
of needs, we must know more than 
just a man’s date of birth and what 
he can save. There isn’t a one of you 
here that doesn’t know how to get 
this information. I am simply sub- 
mitting to you that it is essential 
that we have it. 

Now let’s move from our one 
partner to the other. What are the 
essential characteristics for a good 
agent. First, he must have aptitude. 
You men are experts in determining 
this. Next, he must have knowl- 
edge. Third, he must be skilled. 
Fourth, he must have the ability and 
desire to work, and—perhaps of 
major importance—he must have 
the right mental attitude. There is 
a currently popular book out called, 
“The Magic of Believing.” It deals 
with mental attitude. If we can get 
in our minds the objectives we have 
in this business and what we want 
to accompilsh in this business and 
we are willing to pay the price to 

accomplish this objective, then there 
is nothing that can stop us. I don’t 
mean to connote that we can just sit 
in the office and believe, but to me 
this is the starting point. The Bible 
will tell you that “All things are 
possible to him that believeth.” Be- 
lievieth what? Believeth that all 
things are possible. 


Must Do His Utmost 


What are the responsibilities that 
the agent has to his general agency 
and his manager. I think there 1s 
only one responsibility that he has 
and that is to be everything that 
he is capable of being. This is an 
easy responsibility to ask him to as- 
sume because he owes this to his 
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family and is literally robbing them 
if he is anything less than what he 
is capable of being. 

Now, then, let’s get specific and 
observe the training of our new 
agent friend who has just signed his 
contract. Much has been done to 
eliminate the turnover in this great 
business of ours but there is much 
left to be done. In order to get into 
this let’s make certain assumptions: 

1. That this man’s aptitude has 
been correctly determined. 

2. That he is willing to work and 
work hard. 


Offers Some Suggestions 


Then, if he goes out of the busi- 
ness, it is nothing more than the 
lack of the right kind of training 
that kept him from making enough 
sales to keep him or his general 
agent or manager happy. If we have 
then correctly pin pointed the prob- 
lem of what can be done about it, 
wouldn’t it be nice if I could tell 
you? It would be presumptuous on 
my part to do that, particularly 
when this is a problem you men 
have been working on for years. 

However, I would like to offer 
just a few suggestions that to me 
will apply if you are interested in 
building a professional agency 
which sells on the basis of the needs 
of their clients and which agency is 
interested in programming and 
business life insurance. We some- 
times talk about programming as if 
it is a highly developed art which 
can only come to people who have 
been in the business for many years. 
Really a program, and you know 
this, is nothing more than a series 
of packages. Mortgage insurance, 


- Clean-up insurance, family income 


insurance, and disability insurance 
make up the typical program, don’t 
they 


College Unneeded 


You don’t have to be a college 
graduate to pick out of the rate book 
the right kind and amount of insur- 
ance to satisfy the basic require- 
ments of any man and his family. I 
submit to you that you don’t have to 
be highly trained to do this. The 
same thing is trie of business in- 
surance. 

Is there any reason that you have 
to be in the business four or five 
years before you can recognize the 
fact that partners don’t like to be in 
business with their wives and that 
It makes sense to insure manage- 
ment if you insure machines. I feel 
very strongly that the right simple 
programming technique can be 
taught very quickly and that busi- 
ness insurance on a joint work basis 
can put dollars in your new man’s 
pockets in order to give him a back- 
log while he is learning this busi- 
ness. 


How to East Process 


How, then, can this process be 
made easier in relation to your new 
men. First, it seems to me that you 
must recognize, with the high cost 
of living, that term insurance will be 
In wide use, that disability insur- 


ance in the program will be attrac- | 


tive because it is one of the living 


benefits that will be most attractive, 
because this risk can be observed 
everyday where the risk of death 
may not be so motivating. You 
could have a policy auditor in the 
agency, either a man or a woman, 
who could save the time of your 
agents that it is necessary to spend 
in analyzing policies. 

This report could then be given to 
the agent and he, in personal con- 
sutlation with the general agent, 


could develop the right insurance 
solution from the inventory and the 
fact-finding interview that he will 
present. If your new agent leaves 
the office, he would be warned to put 
his prospect at ease, keep his talk 
simple, act and be enthusiastic, and 
do not appear to be hungry. 


Make Prospect Repeat 


He will also be advised to ask his 
prospect to repeat back his under- 
standing of the proposal, because in 


















doing so the prospect will be psy 
chologically selling himself. He will 
be further warned to conduct thé 
interview under conditions favor 
able to a sael, and if any delaying 
tactics are observed, he will ask this 
question. I find that I won’t use this 
more than once every interview : 

“Mr. Prospect, get your check- 
book out and read to yourself and te 
your wife the names of the people 
that you have drawn these checks 
payable to. I think you will find the 








One of the Great Moments of your life... Starting Jour Business 


Why it’s one of the most 
important times to see your 
life insurance agent. 


It's a far cry from the lemonade 
stand...or the paper route you had in 
younger days. Suddenly, you become 
the real boss. No one to say when you 
work—how long you work—yet now 
you’re working harder than ever. 
The pleasures, the profits—and the 


For 100 years ... a great name in life insurance. 


This is one of a series of full-color advertisements appearing in TIME and the SATURDAY EVENING POST 
during 1950 and 1951, reaching 13,000,000 people in over 5,000,000 homes. 


problems are all yours from now on. 

That’s why it’s important for you 
to see your Massachusetts Mutual 
Agent. He can undoubtedly suggest 
an answer to many problems you face. 
It may be insuring a key man, part- 
ner or shareholder — strengthening 
your firm’s credit—providing a cash 
reserve for emergencies—or creating 
a pension or group insurance plan. 

In short, a program to help main- 




































































tain and protect, your business—and 
your interest in the business — for 
your family. 

Providing life insurance programs 
of “planned flexibility’’ to meet 
changing insurance needs has been 
our job for almost one hundred years 

. another good reason why, at 
the great moments of your life, you 
should talk over your plans with your 
Massachusetts Mutual Agent. 


LIFE INSURANCE COMPANY 
SPRINGFIELD, 
MASSACHUSETTS 
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“Sra in there, the local haber- 
lashers, the corner grocery store, 
the druggist, and the doctor. You 
nave been supporting these families, 
eiving them the money to educate 
their children and pay their bills. 
What are you doing for your family. 
What kind of a bill and how often 
are you paying to your wife and 
your children? Doesn’t this bill have 
to be paid first? Somebody’s got to 
pay this premium, whether you buy 
the life insurance or not. You will 
either pay for it or your family will 
n the denial of the privileges and 
ecent standard of living they had 
very right to expect from you.” 
| Add these foundations to joint 
work or business insurance and it 
would occur to me that your new 
men can be kept busy and happy. 

Now let’s get back to the general 
agent or manager partner. What 
traits should he possess to be a real 
leader of his agents? What will his 
agents be looking for in him? (1) 
Inspiration and guidance. (2) To 
understand his agents’ probelms. 


To hear any of you talk, you would 
think that all you have to do is to 
make six calls a day to be successful 
in this business. I think that you 
had better tell your new men the 
negatives of this business because 
they are going to find them out, and 
it is better that they hear it from 
you. (3) To develop a success at- 
mosphere in the agency. (4) The 
general agent should be a fountain 
of new ideas. (5) He should be bet- 
ter posted than any other man in the 
agency. (6) A clear thinker. 

You will be relieved to know that 
we are down to our last point. What 
can you, the general agent or man- 
ager, do to transform your above 
average agents into outstanding 
men? What traits should be devel- 
oped at this time? I would suggest 
the following: (1) That you try to 
get them to act a little bit indiffer- 
ent. (2) That you develop the ability 
for original thinking. They have 
learned everything that every other 
good agent is going to talk about. 
This is sufficient reason for them to 
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Well, maybe it is exaggerated—slightly. 
American United representatives Do get 
out and hustle. But this much of the picture 
is true: American United men are RELAXED. 


They are relaxed, because the emphasis 

is on “how good” and not on “how much”; 
because the Agency Department is geared 
to the thinking in the field; because field 
problems are reconciled with Home Office 
thinking; because sales tools are designed 
by successful, experienced men and not 


dreamed up by swivel-chair experts. 


American United is going places .. . with a 
“size” that is big enough to be big and 
small enough to retain that friendly, 


human touch. 








AMERICAN UNITED LIFE INSURANCE COMPANY 
HOME OFFICE, FALL CREEK PARKWAY AT MERIDIAN ST. 
INDIANAPOLIS, INDIANA 





not tal kabout these things but to 
develop newand original approaches 
that will be refreshing and yet dis- 
turbing to the people that they call 
on. (3) They should talk like in- 
stead of life insurance, and above all 
remember that simplicity is so es- 
sential in this business with its com- 
plicated lingo. 


Tells Anecdote 


Gentlemen, I just want to leave 
you with a little story that I think 
you will appreciate. An agent friend 
of mine, many years ago, was speak- 
ing at his agency meeting and was 
saying that he was quite proud of 
the fact that he never had to accept 
the $100-a-month guarantee that 
was given to him by his general 
agent. You can see that this was a 
long time ago. Imagine a $100-a- 
month guarantee satisfying anyone 
now. When he finished his little 
talk, his general agent got up and 
said to this man, “l’m awfully glad 
that you are so proud of the fact that 
you never had to ask for the $100 
because I just want to tell you now 
that we never had it.” 

What a shock. I thought you 
would enjoy this story because I 
finow you men take an interest in 
your agents but the only question 
that remains is the rate. I have 
vowed. this year that I am going to 
live on my income even if I have to 
borrow money from my general 
agent to do it. 

Gentlemen, it has been a real 
pleasure for me to chat with you, 
and I just want to leave you with 
a little prayer that I heard recently 
which I| think will be helpful to all 
of us, as we have been talking about 
some things that can, perhaps, be 
changed and others that perhaps 
cannot: 


God, give me the patience to accept that 
which cannot be changed; 

Give me the courage to change that which 
can and should be changed; 

And above all grant me the wisdom to 
know which is which. 





At the W.Q.M.D.R.T. reception: Mary La Bella, Manhattan Life, Los Angeles: Mrs. Norma 
Wasson Bard, Phoenix Mutual, Los Angeles, outgoing chairman of the Round Table: Mrs. Minna 
Hensley, Franklin Life, Salina, Kan., new W.Q.M.D.R.T. chairman, and Mrs. Elsie Doyle, Union 


Central, Cincinnati. 


Attending the W.Q.M.D.R.T. reception and 
dinner: Karl G. Gumm, superintendent of 
agencies of National Life of Vermont, and Roy 
Ray Roberts, general agent emeritus, Los An. 
geles, of State Mutual Life. 


Motorists’ Courtesy Astounds 


Conventioneers, especially those 
from Chicago and New York, are 
astounded at the consideration 
shown to pedestrians by Los An- 
geles motorists. Los Angeles pedes- 
trians amble across the streets with 
serenity and poise, their pace un- 
altered if a traffic light change 
should find them still in the middle 
of the street. It takes a while for 
visitors from other cities to refrain 
from doing their usual standing 
broad jump under such circum- 
stances. One group of pedestrians 
held back at a corner to let motor- 
ist make a turn. The motorist ac- 
knowledged their courtesy with a 
cordial “Thank you!” 


At the C.L.U. Conferment exer- 
cises considerable time was saved 
as compared with previous such oc- 
casions by the simple and gratefully 
received expedient of reading only 
the names of the 1951 recipients of 
the designation who were actually 
present at the dinner. Nobody 
should feel slighted, for the names 
had already been announced and re- 
cipients who were not at Los An- 
geles for the exercises will get their 
sheepskins at local dinners later on. 
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“OUTSTANDING LIFE AGENCIES LOCATED 
IN ONE LA SALLE STREET BUILDING 


The most progressive and modern producing organizations, offering the finest 
service on life insurance to be found anywhere in the country, maintain offices 
in the One La Salle Building, the life insurance center of Chicago. 





A COMPLETE LIFE INSURANCE 
DEPARTMENT AT YOUR DISPOSAL 


LIFE—SUBSTANDARD—WHOLESALE—GROUP 


DUKE FRANK AGENCY 
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Lire INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 


FERREL M. BEAN 


GENERAL AGENT 


One La Salle Street Building 
Telephone: RAndolph 6-9336 


CHICAGO, ILL. 








STUMES & LOEB 


GENERAL AGENTS 


The Penn Mutual Life Insurance Co. 
Suite 1525 


ONE LA SALLE STREET BUILDING, CHICAGO, ILL. 
Telephone: RAndolph 6-0560 


* 


An Agency Especially Equipped to Educate 
and Develop Steady Producers 
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CONGRATULATIONS 


PRESIDENT 
C.L.U. DESIGNATION CONFEREES, September 19, 1951 L. A. CHAPTER 





William W. Davies III Lloyd G. Hild John F. Curtis, C.L.U. 
Alfred B. Hastings John M. Russon 


*** We are proud of these four men, graduates of Stanford University, Pomona 
College, U.C.L.A., and University of Utah respectively, who receive the C.L.U. 
designation at the 1951 conferment exercises of the American College of Life 
Underwriters. 


*** We are proud of the leadership being given to the Los Angeles C.L.U. Chapter 
by John F. Curtis, currently serving as President. He has long been a substantial 
personal producer 


* *&* We are proud of the unusually high production of each of our Associates which 
enabled us to lead all agencies of our Company four out of the last five years. 
Ten of our Associates are C.L.U.’s — twelve were among the one hundred Company 
leaders last year — six are currently Million Dollar Round Table Members — 
more are on the way. 


THEJOHN W. YATES AGENCY 


John W. Yates and Robert L. Woods, C.L.U., General Agents 


Massachusetts Mutual Life Insurance Company 
530 West Sixth Street, Los Angeles. 14 
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orks on “News” 
ing Averted 


There was a hint of council fire- 
orks when Vernon Phillips, man- 
er of Occidental, Philadelphia, 
ent to the floor microphone and 
id that he had been authorized to 
peak for both the Philadelphia and 
ennsylvania associations in expla- 
tion of their inclination to dis- 
urage National association mem- 














Minna Hensley Heads 
Women’s Quarters 
Million Round Table 


Mrs. Minna Hensley, Franklin 
Life, Salina, Kan. was elected chair- 
man of the Womens’ Quarter Mil- 
lion Dollar Round Table Wednes- 
day during the N.A.L.U. conven- 
tion. 


Mary La Bella, Manhattan Life, 
Los Angeles, was elected vice- 
chairman. 

Matilda Wells, Prudential, De- 
troit, and Laura Benham, Pruden- 
tial, Niagara Falls, N. Y., are mem- 
bers of the executive board. 

Mrs. Norma Wasson Bard con- 
tinues on the board as immediate 
past chairman. 





Judd Benson’s suite, as at pre- 
vious N.A.L.U.conventions, is again 
proving to be one of the most popu- 


lar gathering places. Wednesday 
evening a large group sat on the 
floor, tables, and chairs while being 
entertained by those ace story tell- 
ers, Henry E. North, Pacific Coast 
vice-president of Metropolitan Life, 
and A. Jack Nussbaum, Massachu- 
setts Milwaukee, N.A.L.U. trustee. 





Hugh A. Bell, Equitable of Iowa, 
Seattle, is receiving congratulations 
for his contribution of the National 
association history volumes to the 
Seattle library. 





bership on the part of both new and 
old agents. ns 

He said that the two associations 
for which he was speaking were do- 
ing everything they could to influ- 
ence agents to refrain from Na- 
tional association membership be- 
cause of the advertising contained 
in Life Association News” of a com- 
pany which had been proselyting in 
the Pennsylvania area. 

His point was that the complain- 
ing general agents were spending 
their time and money in recruiting 
and training agents only to have 
them “rescued” by what he char- 
acterized as “a more friendly com- 
pany.” He said that general agents 
and managers in Philadelphia and 
Pennsylvania who belonged to the 
N.A.L.U. have been discontinuing 
their subscriptions to individual 
trade papers carrying this com- 
pany’s advertising but that some 
more definite and concerted action 
would have to be taken to have the 
advertising eliminated from life as- 
sociation news. 

A murmer of excitement ran 
through the hall as he began to 














at which point he was interrupted 
by President John D. Moynahan, 
who said this was a matter that 
would have to come before the com- 
mittee on publications. After being 
assured that he would be heard at 
the meeting of the publications com- 
mittee, Mr. Phillips agreed to defer 
his full scale presentation until that 
time. 

Later in the session Mr. Moyna- 
han announced that he had con- 
fered with Mr. Philips and ex- 
plained that satisfactory progress 
was being made in connection with 
the situation. He said he hoped it 
would not be necessary to bring the 


os into the main part of his talk, 



























matter out on the floor again. 





C. W. Amold, vice-president and superin- 
lendent of agencies of Kansas City Life, and 
Mrs, Ouida N. Cox, agent for Kansas City Life, 
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Continental American 
establishes a new 
underwriting record... 


through cooperative effort j 


_.- 2 ~ 


[42% 


Applications received in Home Office. 


| 6. YY y} by fourth calendar day. 


ne 


of Policies mailed to Field Force 
the same day or following day 











During last year Continental American’s Under- 


writing Department, with the close cooperation of 


the Field Force, accomplished this exceptional record 


of underwriting and policy issue. 


St ts a hilule to those who directly made it possible . . . 


The Underwriting Department Staff, who have 


dedicated themselves to the task of providing the 


fastest possible service on policy issues, commen- 


surate with sound underwriting practices. 


The Members of the Field Force, who have 
worked closely with understanding cooperation with 


the Underwriting Department by selecting quality 


risks and by anticipating and providing essential 


underwriting information. 


Simplified underwriting procedures, including 


extended non-medical limits, are now still 


WILMINGTON, 


further improving this outstanding record. 


CONTINENTAL AMERICAN LIFE INSURANCE COMPANY 
DELAWARE 
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THE MACCABEES THE MACCABEES 
Metropolitan Agency Brooklyn Agency 
a 
5 
Specialists in underbidding ‘ 
Specialists in Underwriting compe 
and tax plans ANTHONY P. MUSALO 
60 EAST 42nd ST. NEW YORK CITY General Agent 
MU 2-1630 189 Montague St., Brooklyn TR 5-0611 9-15 CL’ 
a HOEY AND ELLISON LIFE a 
; S. D. Rosan, Pres. . 
nd ~ sf 1. ¢ tie, Vn. WALTER W. CANNER, President 
= 4x: 8 EQUITABLE LIFE INSURANCE CO. ne 
CONTINENTAL OF IOWA 
A. J. JOHANNSEN and ASSOCIATES 
hte pani LIFE ASSURANCE COMPANY 118 William St., 7, N. Y. BA 7-4800 New 
INSURANCE COMPANY 76 WILLIAM ST. NEW YORK 5, N. Y. 129 Church St., New Haven 8-4114 aia 
74 Trinity Place, New York WHitehall 3-7680 
WHELEER H. KING, C.L.U. JOHN H. EVANS THE JULIUS M. EISENDRATH B 
General Agent AGENCY 
Manager 
and 
Associates 4 a 
Ss 
al THE GUARDIAN 
NEW ENGLAND MUTUAL LIFE HOME LIFE INSURANCE COMPANY LIFE INSURANCE COMPANY SECUR] 
lage a New York 1 
$00—Sth AVE. REctor 4-9480 causa eat 
NEW YORK 18, N. Y. LOngacre 4-7400 BURTC 
ee 
L. 1. LESTER RUSSELL E. LARKIN LA 
General Agent Manager 
BS 
. ROBER 
MUTUAL TRUST THE MUTUAL BENEFIT 
LIFE INSURANCE CO. CONNECTICUT GENERAL LIFE LIFE INSURANCE COMPANY 
COrtlandt 7-6030 INSURANCE CO. OF HARTFORD ARTHUR Vi YOUNGMAN N 
$3 JOU, STRERT.. . MEW, FORE CITY 225 BROADWAY, N. Y. 7, N. Y. General Agent 527—5¢ 
MITCHELL GOODSTEIN, Manager Brokerage Dept. REctor 2-6633 136 BROADWAY, NEW YORK CITY 
REctor 2-8666 
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THE MACCABEES THE MACCABEES 
Newark Agency ay 
a 
a 
Specialists in Term Coverage tes , 
+ ahah Specialists in Programming 
and combinations and Estate Plans 
A. A. STEINITZ 
Piles aa WILLIAM T. FARRELL 
5-0611 9-15 CLINTON ST. - NEWARK - Mitchell 2-5257 18 ASYLUM ST. - HARTFORD - HArtford 6-6621 
FE AWG, RALPH ENGELSMAN DOWNTOWN AGENCY 
THE - ISK AGENCY 
General Agent 
THE PRUDENTIAL INSURANCE 
BERKSHIRE " COMPANY OF AMERICA 
: CO LIFE INSURANCE COMPANY 
5 921 Bergen Avenue PENN MUTUAL Home Office—Newark, N. Je 
Jersey City 6, N. J. LIFE INSURANCE COMPANY EUBANK & HENDERSON, Managers 
4800 Newark Jersey City 
MArket 2-2241 JOurnal Sq. 4-1724 11 WEST 42nd STREET NEW YORK 18, N. Y. 40th Floor—40 Wall Street, New York 5 
aaa New York LAckawana 4-5000 Digby 4-0040 
REctor 2-4540 
ATH BOOKSTAVER AGENCY Ask Peyser about it.” LOUIS REICHERT 
PERCY A. PEYSER, General Agent General Agent, Life Dept. 
i) 
a 
TRAVELERS INSURANCE COMPANY 
Y SECURITY MUTUAL LIFE INSURANCE THE MANHATTAN LIFE 
45 JOHN STREET, NEW YORK 
500—Sth AVE. re os gece 17, N. Y. site ninal natin Tel. RE 2-7282 
BURTON J. BOOKSTAVER, General Agent ee ens esacintaians FRANK S. GROH, Manager 
LAMBERT M. HUPPELER DAVID e — Loads of Success to N,A.L.U. in 1951 
e G t 
AGENCY nae a oe HAROLD N. SLOANE, C.L.U. GEN. AGT. 
ROBERT L. G. WHITE, Brokerage Manager a 
ry Gruber Lynch & Sloane 
N NEW ENGLAND MUTUAL SECURITY MUTUAL LIFE re a Ae 
$27—Sth AVENUE, NEW YORK 7, N. Y. INSURANCE COMPANY 111 JOHN ST. NEW YORK 38, N. Y. 
r¥ MUrray Hill 7-0800 15 EAST 40th STREET NEW YORK 16, N. Y. BEekman 3-4545 
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F. L. Showacy* 
Portland 








J. E. Ballantyne* 
Spokane 







Asli 


to all of you attending the sixty- 


second annual meeting of the 


Chicago, The Mid-Year Meeting Site 


(CONTINUED FROM PAGE 16) 


several agency heads requesting the 
services of one young man to be 
trained in the story of the commis- 
sion, and the work it was accom- 
plishing. The men were sent into 
the field to various luncheon and 
neighborhood groups and school as- 
semblies explaining the commis- 
sion’s purpose. They gained not 
only a new knowledge of govern- 
ment economic problems, but also 
developed the ability to speak be- 
fore public gatherings, thus build- 
ing their own confidence and pres- 
tige. 

The many other activities of the 
association, including regional meet- 
ings and attorney relations reflect 
the service given by the association 
to its agent members and the public 


in integrating the activities of the 
association itself and eight affiliateg 
groups, these being the Life Agency 
Managers, Group Supervisors, Sy. 
pervisors, Women Agents, C.L.U, 
Life Insurance-Trust Council, Coup. 
cil of Field Underwriters, an 
Agency Cashiers. 

Another unusual feature is the 
contact that the Chicago association 
maintains with members in the 
armed services. The association 
sends special notes to them on Ar. 
mistice Day, July 4th, and Memorial 
Day. All news announcements are 
sent to servicemen at nocharge. 

The association also sends con- 
gratulatory notes to those success. 
fully completing their C.L.U. and 
L.U.T.C. courses and to members 


Life Underwriters Association. 
And especially do we extend 


greetings to those members of 
















our own Bankers Life of 
Nebraska organization from 
across the nation who are at- 


M. V. “Pat Lonergon* J. A. Bertrand* tending this Los Angeles Con- 


West Coast Resident Mgr. San Francisco 
$ | vention. 


*General Agents 

West Coast Division 
Bankers Life Insurance 
Company of Nebraska 






CALIFORNIA | 











~ 1 Soe a . 
; = H. R. Pinney 
Oakland 





— 
lL. W. Hummel 
Los Angeles 





D. G. Holston* 
Fresno 











winning promotions. Also condo. 


in general. 
lences are sent in the event of deaths, 


The Chicago Association is unique 




















We Hope You are Very Happy 
With Your Present Company 
and Will Stick With ‘Em 


BUT 


If You Have Made Up Your Mind 
To Make a Change 


WE WOULD LIKE 

TO TELL YOU 

WHAT WE HAVE 

LIFE — ACCIDENT — HEALTH 


GREAT EASTERN MUTUAL 


HOME OFFICE 
Second Floor — Boston Building 
DENVER, COLORADO 











Vv. L. TICKNER, President 





Let’s get together! 


WE NEED representatives seeking per- 


manent careers in life underwriting ... 


YOU NEED a company that is young 


enough to have fresh ideas, yet old enough 
to be thoroughly established . . . 





WE NEED representatives whose ability 


and effort will command maximum divi- 


dends... 


YOU NEED a company whose co-oper- 


ation is second to none... 





eee 


WE NEED YOU 
YOU NEED US... 
al let’s get together! 


—"_WV/ GORNICL 
—_—T 


THE.FARMERS & BANKERS 


Life Insurance Company 
WICHITA, KANSAS 


Policies That Protect Since 1910 
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Capable Staff on 
Job in Press Room 


Wilfrid E. Jones, public relations 
director of N.A.L.U., had a capable 
corps of assistants in the press head- 
quarters on the first floor. 

Harry Bennett, Los Angeles pub- 
lic relations counsel and advertis- 
ing man, was retained to handle 
local publicity as was Jim Maguire 
of the Prudential Western home 
office. 

Others on the local publicity staff 
are Virginia Lorenzini, Adeline 
Massaro and Rita Iacone, all from 
the Occidental home office, and 
Marion Miller and Betty Schmid of 
the Prudential western home office. 





Canadian Assn. Head II, 


Unable to Bring Greetings 
Clarence S. Madill, agent of New 
York Life at Montreal and presi- 
dent of the Life Underwriters Assn. 
of Canada was unable to be on hand 
to bring greetings from his associa- 
tion at the opening general session. 
Mr. Madill was stricken with a coro- 


nary attack early on his projected 
presidential tour while at Trail, B.C. 
He is making a good recovery, but 
his doctors would not permit him 
to go to Los Angeles. 


Two other heads of associations 
that President John D. Moynahan 
had intended to introduce during 
the opening ceremonies were not 
present. Olen E. Anderson, vice- 
president John Hancock and presi- 
dent Life Insurance Agency Man- 
agement Assn., could not attend. 
Similarly Cecil Woods, president 
Volunteer State Life and president 
of American Life Convention, was 
unable to make the trip to Los An- 
geles. 

Representatives of life insurance 
organizations who were introduced 
were Carl A. Ernst, St. Paul, man- 
ager North American Life & Cas- 
ualty, president Life Underwriters 
Assn. of St. Paul and president In- 
ternational Assn. of Accident & 
Health Underwriters; Ralph W. 
Smith, president Unity Mutual Life 
& Accident and a director of Life 
Insurers Conference; Asa V. Call, 
president Pacific Mutual and presi- 
dent Life Insurance Assn. of Amer- 
ica, and Insurance Commissioner 
Maloney of California. 


Attendance at the W.Q.M.D.R.T. reception and dinner Tuesday was by no means confined 
to women. From left: President John D. Moynahan of N.A.L.U.; Lewis W. Chapman, of L.1.A.M.A.: 
Judd C. Benson, Union Central, Cincinnati, immediate past president of N.A.L.U.; Charles E. 
Cleeton, Occidental of California, Los Angeles, who moves up from vice-president to president 
of N.A.L.U. at this convention: and David B. Fluegelman, Northwestern Mutual, New York City, 
who advances from secretary to vice-president of N.A.L.U. 


Delegates Invited to Visit 
Prudential Western Office 


On the registration tables at the 
N.A.L.U. convention, the members 
found invitations from Harry J. 
Volk, Prudential’s vice-president in 
charge of western operations, to visit 
the comany’s western home office at 
5757 Wilshire Boulevard, on the 


“Miracle Mile.” The western home 
office was completed late in 1948 as 
the company’s first regional home 
office under its decentralization pro- 


To show the office’s facilities in 
action, the company had hostesses 
available from 2 to 4 p.m. Wednes- 
day to escort visitors through Pru- 
dential Square. 





$100 Million 


OPPORTUNITIES 





NEW EXPANSION PRO- 
GRAM CALLS FOR INTENSI- 
FIED DEVELOPMENT 
THROUGH _ REGIONAL 
HOME OFFICE PLAN OF 
MANAGEMENT. 
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Sioux Falls 


Another Step Forward... 


NATIONAL RESERVE LIFE 


FOUNDATION 


Adopts New Expansion Program and Regional Home Office 


LAID FOR A FUTURE 


ws Shows present operating territory. 





Shows territory to be opened as business expands. 


$500 Million Company 


The following map shows the territory served by The National Reserve Life Ins. Co. and Policyholder’s National Life Ins. Co., formerly affiliated companies, now being consolidated, and some of the Agencies already established. 





“Operating in one of the greatest new wealth producing areas in the United States—Where the spirit of the 


pioneer still prevails—We forge on to a greater future that lies ahead for those who do not sell America short.” 





UNUSUALLY ATTRACTIVE AGENCY OPPORTUNITIES NOW OPEN 


Write Agency Department NOW 


Plan of Management 


OPPORTUNITIES 





SUCCESS BEGETS SUCCESS 
MAN POWER ATTRACTED 
BY REASON OF OUTSTAND- 
ING RECORD OF GROWTH 
AND ACCOMPLISHMENT. 
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Should Stress 
Emotional Appeal 


(CONTINUED FROM PAGE 14) 


Mr. Shoul said many young men 
who have just entered the business 
have either written to him or asked 
him personally to give them the re- 
quirements necessary in order to be 
successful in the selling end of our 
business — and his answer to them 
has always been about the same: 

“The question as to whether you 
will be successful depends entirely 
upon you. No one can control this. 
If you are willing to work hard, if 
you understand psychology — and 
a little bit of salesmanship, if you 
are sincere in whatever you are do- 
ing and you believe with your heart 
and soul in the goods you are selling, 
then you cannot help but impress 
the people with whom you come in 
contact of your honesty and your 
sincerity. As a result these people 
will have faith and confidence in 
you and whatever you say, and this 
is important. So with these few but 
important qualifications, you can- 
not help succeed in this business of 
ours. 

“Of course an agent must have 
some intelligence. An intelligent 
agent must always be able to de- 
velop new ideas. Almost any idea is 
good if a man has the ability and is 
willing to work hard. The best idea 
is worthless if the creator is a loafer 
and does not want to work hard or 
exert himself in order to carry his 
ideas through.” 


Huebner Reports on 
Progress of C.L.U. 


Reporting that 345 candidates 
have completed all requirements for 
the chartered life underwriter desig- 
nation and are to be awarded their 
diplomas in 1951, Dr. S. S. Huebner, 
president American College of Life 
Underwriters, Philadelphia, pre- 
sented his annual report to the 
board of trustees at the annual meet- 
ing in Los Angeles, Tuesday aft- 
ernoon. This increases to 4,419 those 
who have completed all C.L.U. ex- 
aminations in the 24-year history of 
the American College. A total of 
380 candidates completed the exam- 
inations this year, subject to com- 
pletion of experience and other re- 
quirements. In addition, 17 candi- 
dates who completed the C.L.U. ex- 
aminations this year will be award- 
ed the certificate of proficiency. 
Also, nine candidates who hold the 
C.L.U. designation completed the 
examinations for and will receive 
the certificate in agency manage- 
ment. 

Dr. Huebner pointed out that, in 
common with the general experi- 
ence of colleges and universities 
under the stress of economic uncer- 
tainties, and possible military serv- 
ice by college men, enrollment of 
new candidates declined in 1951. 
There was also a decline in the total 
number of candidates taking exami- 
nations and the number of examina- 


tions taken this year. Despite un- 
usual difficulties, much progress was 
made in the educational, promo- 
tional, and other operational activi- 
ties of the college. 


Gregg, Steinbeck Administer 


Under the active motivation of 
Dean Davis W. Gregg and Leroy G. 
Steinbeck, executive manager of the 
American Society of Chartered Life 
Underwriters, in cooperation with 
the new candidate committee of the 
society, an effective program of re- 
cruiting new C.L.U. candidates is 
under way. This program has been 
pursued vigorously throughout the 
year. It is confidently believed that 
it will result in a large C.L.U. study 
class enrollment for the fall of 1951, 
and will cause the College soon to 
exceed all previous records. 

Incidentally, while Dr. Huebener 
modestly refrained from making any 
mention of it, the C.L.U. class of 
1952 is to be known as the “Huebner 
Class” in honor of Dr. Huebner, one 
of the founders of the American Col- 
lege, and who anticipates retirement 
from teaching when he reaches the 
retirement age in 1952, after 48 
years in the classroom. 

The total of those who have suc- 
cessfully completed one or more ex- 
aminations increased 221 over 1950, 
to 5,956, Dr. Huebner reported. In 
all, 10,375 candidates have demon- 
strated their knowledge by exami- 
nation in all or some of the pre- 
scribed parts of the C.L.U. program. 
Conservatively stated, another 5,000 


have mastered much of the C.L.U 
program through study in organ. 
ized groups, although they did no 
undertake the examinations. 


2,310 Take Examinations 


Candidates who took C.L.U, ex. 
aminations in 1951 numbered 2,319, 
Examinations were taken at 140 dif. 
ferent educational institutions in 4 
states, the District of Columbia 
Honolulu, Hawaii, and four special 
military centers. The number of 
examinations taken in 1951 totaled 
3,201 as compared to the pre- war 
record of 3,125 in 1939. 

Of this year’s 2,310 examined can. 
didates, 1,443 or 62% were awarded 
credit for all examinations they un. 
dertook. Of the 3,210 examinations 
taken, 2,171 or 67.8% were passed, 
This year’s passing ratio of 67.8% 
compares with 64.8% for 1950, and 
59% for the pre-war record year of 
1939, The emphasis on the four-year 
installment program of study was 
continued. Only 18 out of the 2,310 
candidates undertook all five exani- 
nations. 

For this year’s results, Dr. Hueb- 
ner stated, the trustees and officers 
of the college wish to express their 
thanks for the effective cooperation 
received from officers of the Ameri- 
can Society of Chartered Life Un- 
derwriters, from C.L.U. chapters, 
individual C.L.U.’s throughout the 
country, and from officers of many 
home offices. 

Much of this year’s progress, Dr. 
Huebner declared, is attributable to 
the very generous help of the many 
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COMPANY 


See Best’s Reports. 


2 Quality COMPENSATION 


New concept of the fieldman’s value with properly 
adjusted compensation for both underwriter and 
General Agent. Contract contains many new provi- 
sions offering top earnings. 


3 Quality TRAINING 


niques for reaching and selling today’s life insurance 
market. This program has developed many successful 
underwriters and General Agents. 


4 Quality TERRITORY 


Excellent opportunities in Michigan, Ohio, Indiana and 







CENTRAL LIFE ASSURANCE COMPANY 


DES MOINES, 
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S. E. LEIWANT, C.L.U. 


President General Agents Section 
Crown Life Club 


J. H. CLEMENTS 


Crown Leader 





THE NEW JERSEY LIFE ASSOCIATES 


STATE AGENTS FOR NEW JERSEY 


CROWN LIFE INSURANCE CO. | 


At Your Service 


M. DICKSTEIN, President 
General Agents 


COMPLETE BROKERAGE 
AND 
REINSURANCE FACILITIES 


THe Crown LIFE 


HOME OFFICE: TORONTO, CANADA 
1180 RAYMOND BLVD., NEWARK 2, N. J. 
Over $670,000,000 Insurance in Force 
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A. J. WOHLREICH 


Member Million Dollar Round Table 


R. J. MORAFF 


Member Million Dollar Round Table 
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C.L.Uktudy group leaders serving the col- 
organ-fege throughout the nation. With 
did nothe aid of all of its friends, and the 


ew aggressive plan of promotion, 
nder the auspices of the new candi- 
date committee of the American So- 


.U, exfciety, the college is determined to 
d 2,319 fmake 1952 a record year, Dr. Hueb- 


140 dif.fner concluded, 


1s in 45 
lumbia, 
special 
iber of 


Supplementing Dr. Huebner’s 
report, an outline of the field activi- 
ties of the college was presented, 
particularly in respect to promotion 


totalegunder the new current program. 


re - War 


ed can- 
warded 
1ey un- 
Nations 
passed, 

67.8% 


Seven promotional conferences 
were conducted during April and 
May under the planning and leader- 
ship of Dr. Davis W. Gregg, dean of 
the college, and Leroy G. Steinbeck, 
executive manager of the C.L.U. so- 
ciety. James W. Smither, Jr., New 
Orleans, second vice-president of 


50, and} the society, served as chairman of 
. ’ = . . . 
vear of} the new candidate committee. His 


11-year 
ly was 


regional heads were William H. 
Andrews, Jr., Jefferson Standard, 


e 2,310jsouthern region; Hugh S. Bell, 


exami- 


Equitable of Iowa; Chester T. 
Wardwell, Massachusetts Mutual, 


Hueb- | middle-western ; William B. Hoyer, 
officers }middle- eastern; and C. L. Post, 
s their jeastern. Conferences were held in 


eration 
A meri- 


Philadelphia, Atlanta, Dallas, San 
Fransisco, Chicago, Pittsburgh and 


fe Un-|Albany. The main objective of the 
apters, | conference program was to organize 
ut thefand indoctrinate a national team 


/ many 


to recruit candidates for the 1952 
“Huebner Class,’’ and for future 


ss, Dr, years. 


able to 


By intensive development of va- 


. many }tious sources of new candidates, a 


5 


total of approximately 10,500 nomi- 
nations had been made by August 
31, 1951. Publications activities of 
the American College continued 
during the year 1950-1951. The 
study supplements were brought 
up-to-date and reprinted. A number 
of brochures previously published 
were revised and reprinted and six 
new brochures are completed or in 
process. 

A new teachers manual was pre- 
pared with the assistance of Dean 
W. T. Beadles, Illinois Wesleyan 
University ; Dean H. C. Graebner, 
Butler University, and J. Carlton 
Smith, educational director of 
Southwestern Life. 

New booklets to interest prospec- 
tive C.L.U. candidates, and to assist 
them in their C.L.U. studies were 
also issued and are now in process 
of distribution in the promotion of 
the new candidates program. 





San Antonians attending the N.A. 
L.U. convention say that the trou- 
blesome problem of servicemen be- 
ing sold insurance of dubious value 
by agents not licensed in the state 
and in companies not licensed in the 
state has been virtually licked in 
that area. The San Antonio Life 
Underwriters Assn. has obtained 
such good cooperation from the 
fourth army headquarters that at 
Virtually every army installation in 
he area no agent is permitted unless 













1083 {jhe is a member of the San Antonio 






association. On the association’s 
Part, its members have been giving 
Valuable aid to servicemen on their 


NSLI, 
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Huebner Interviewed 
by Daily Papers 


Dr. S. S. Huebner, president of 
the American College, was inter- 
viewed by representatives of three 
leading Los Angeles daily news- 
papers. The veteran of 48 years as 
a teacher of life insurance and one 
of the founders of the American Col- 
lege, made big headlines. 

Dr. Huebner explained that in 
1924 at the convention of the Na- 
tional association in the Biltmore 
Hotel, Los Angeles, he first an- 
nounced his now famous “Human 
life value concept of life insurance” 
in an address. In fact, the theme of 
the convention was based upon this 
idea. 


Greatest Resource 


The greatest riches possessed by 
the American people, said Dr. Hueb- 
ner, is the economic life value—the 
future earning power—of the peo- 


ple. This value is probably 10 times 
as great as the total of national, 
other pubilc, and private debt in this 
country. 

Increased production, with every 
worker doing a full day’s work of 
eight hours, would solve our infla- 
tion problems, he said. 

Life insurance is doing a full 
share in counteracting inflation 
through savings of the people in life 
insurance. Life insurance has en- 
abled the American people to create 
a pool of about $55 billion in sav- 
ings, owned by 85,000,000 policy- 
holders. This is a powerful element 
of stability and security, Dr. Hueb- 
ner declared. 





One of the busiest insurance 
women in Los Angeles this week is 
Miss Marjorie Stauffer in managing 
director Joseph Charleville’s office. 
She has been deluged with calls 
for all sorts of information and 
taking in membership applications 
for the local associations. 


Many Women Are 
Valuable Prospects, 
Miss Wyatt Asserts 


In telling why she specializes in 
writing women at the women’s 
luncheon Thursday, Eve Byron 
Wyatt, New York Life, San Fran- 
cisco, said she feels that most 
agents are not doing a good job for 
women. She declares that women 
are far better prospects than most 
agents believe. It is generally be- 
lieved that women have “one track” 
minds. Lots of agents have said they 
find women hard to talk to, that it’s 
largely a waste of time, anyway, be- 
cause the policies are so small. One 
agent says he never bothers to write 
a woman any more, because she 
usually changes her mind before he 
can get back to the office. 


She does not suggest that all wo- 
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“We have written at least $35,000 of business insur- 
ance every single week since we received the Owner- 


ship Control Plan.” 


R. W. DePau, Miami, Florida 


“The reaction of my prospects was very favorable. ! 
placed $10,000 on each of the two partners, with a 
good possibility that I'll add another $15,000 each 


before long.” 


C. J. Heldman, Cincinnati, Ohio 


“I closed a $60,000 Business Insurance case this 
week—on 4 members of a Close Corporation... 
used the new Ownership Control Plan.” 

I. M. Ezor, Passaic, New Jersey 


It’s a new, complete, easy to use, professional looking approach 
to business insurance. Already it’s paving the way to higher in- 
comes for many insurance men. For details write to The Pru- 


dential, Newark, New Jersey. 


The PRUDENTIAL 


INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 





Home Office: 
Newark, N. J. 


WHO USED IT 


Here’s what Prudential men are saying about this highly effec- 
tive sales tool for business insurance cases. 


Western Home Office: 
Los Angeles, Calif. 




















































Canadian Head Office: 
Toronto, Ont. 
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What 
is 
Insurance? 


Webster says insurance is: 

ta contract whereby one party 
undertakes to guarantee 
another against loss by a 


contingent event.” 


There are many contingencies 
one can insure against—such as 
death, accident, illness, 


and loss of property. 


This bank has always 
recommended a well-rounded 
insurance program, not only 
for protection, but also (in the 
case of life insurance) because 
it provides an incentive 

for saving systematically, and 
helps to build a firm foundation 
for a financial future. 


Note: This bank does 
not sell insurance. 


Wells 
Fargo 
Bank 


& Union Trust Co. 


SAN FRANCISCO 20 


Market at Montgomery 
Market at Grant Ave. 





Established 1852 


Member Federal Deposit 
Insurance Corporation 

















men are good prospects, nor that all 
women can think, but says that wo- 
men who have worked their way up 
to responsible positions are usually 
found to be very responsible per- 
sons. Women in good positions 
draw high salaries, and a very large 
percentage of them strongly desire 
an assured future income. 

Reasons for Writing Women 

The reasons why she specializes 
in writing women are: 

“(1) Primarily, women buy insur- 
ance for security; insurance is just 
another name for money; life insur- 
ance is a safe investment. Women 
recognize that building a retirement 
income through accumulated capi- 
tal is almost impossible, so they 
look to life insurance property to 
solve this problem. 

“(2) It’s easier for me to sell wo- 
men. It’s a wide open field. Few 
othe ragents consider it worth their 
time, fortunately for me. I find vir- 
tually no competition. I find women 
easy to talk to, they don’t act as 
though they know all the answers. 
Women will listen to your story. 

“(3) The very fact that I special- 
ize in writing women sets me apart 
and gives me prestige. I make capi- 
tal out of the fact that I rarely ever 
write a man; and when I do, he’s 
usually a key-man in a business 
owned by a woman. Specializing 
pays off. Even very important wo- 
men seem flattered that someone 
actually specializes in life insur- 
ance for women. 

“(4) I feel that women are just as 
stable and dependable as me,n if not 
more so. Further, women are very 
security-conscious. Women are 
worried about being without in( 
come in old age. Sensible women set 
up a little income all their own. 

“(5) I particularly like my field 
because nearly every woman I talk 
with needs more insurance. Most of 
the policies owned by women are of 
the $1,5000 variety. This is largely 
because most agents feel that wo 
men are inferior as insurance pros 
pects. Most agents feel that $1,500 
is enouph for a woman, and that 
she’ll probably lapse that when she 
gets married. A $1,500 policy may 
possibly bury a woman if she dies — 
but what if she doesn’t die? Suppose 
she lives to a ripe old age. What 
then? What good will $1,500 do 
her?” 

Thinking Is Too Small 

She said the thinking is too small 
where women are concerned. Her 
average size policy runs $7,000 or 

$8,000, the amounts ranging from 
$5,000 to $100,000. “I never even 
show less than $5,000, and I call the 
first $5,000 a ‘beginner’s block,’ tell- 
ing my prospect she must add more 
blocks as soon as she can; that 
$5,000 is not enough. Anything less 
than $5,000 is worthless for retire- 
ment purposes. My lapse ratio is ex- 
ceedingly small. Women keep their 
policies if they are properly writ- 
ten.” 

She is very choosey to prospects, 


confining herself very largely to top |, 


women in merchandising, women 
designers, newspaper women, wo- 
men in advertising, radio and tele- 
vision. She contacts only women 


with far above average incomes and 
a certain group of younger women 
who are definitely on the way up. 
She confines her efforts largely to 
one occupation at a time, preferring 
to write single women in good posi- 
tions, or any women on her own, as 
widows or divorced women. 

She made it clear that she is not 
“against” husbands, but said the 
married woman sometimes feels a 
false security just because she is 
married. 


No Limit As To Age 

She does not limit her policy- 
holders as to age. She writes a lot of 
$5,000 amounts on girls as young as 
23, but writes the more substantial 
policies on women of 38 and 40, and 
many good-sized policies on women 
up to 55 and a few older. “The young 
girl is easy to sell because of the low 
premium, but the older woman is 
easier to sell because she’s much 
interested in retirement income. 
Also, older women usually have a 
lot more money to save.” 

She feels that prospecting should 
be kept entirely separate from sell- 
ing. “Running around with a brief 
case and talking to anyone who will 
listen is the hard way. I never use a 
brief case any more because brief 
cases sort of suggest someone is go- 
ing to try to sell somebody some- 
thing. I try to look as little like an 
insurance agent as is possible; al- 
most everyone is afraid of insurance 
agents. I don’t call ona lot of people. 
I call on a few very select ones.” 

Her approach takes not over five 
minutes. “I can tell in five minutes 
whether or not I want to spend any 
further time on this woman. If you 
have any ‘feel’ at all, you can judge 
pretty well a woman’s caliber in five 
minutes. I am careful to whom I 
send my letter. I send on more than 
20 per month, and I close about 50% 







of these women. Being particy 
saves wear and tear. A lot of ener, 
can be used up uselessly. It’s bett 
to have a few good interviews th 
100 poor ones. It’s a lot less wo 
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Letter Begins Selling 






Her letter begins the selling jg , 
for her. In it she outlines briefly thgvorn out, S| 
plan, includes an article describingbe digging 
the advantages of insurance oyephinks its t 
any other type of investment, pertifike that, b 
nent information on social securitypoing to ha 
and any recent publicity with heploses Up h 
picture. “My letter is long, but I hel “Tell her 
lieve that a good letter can do a bepourself, he 
ter job of selling on busy womesotally dep 
than can be done in person. At leastfaw is likely 
it gets her in the proper frame gyour mothe 
mind. She knows what I’m going ty 
talk about — it’s no secret — if shi C 
says that she isn’t interested afte “But if y 
reading the letter, I never ask hegoming in € 
for any further time. I don’t wastat story. 
my time on the reluctant onesfore likely 
There are too many who are intefour_ mothe 
ested. an fix up th 

“After reading the letter, if theto have the 
prospect doesn’t flatly state that. ' 
she’s not interested, I take her to the pe Often 
best place in town for lunch. I haye| She belie 
her figures all set up in a brief, read-flerful opp 
ily understandable illustration, Nofasy, non-c 
long stories, just what she pays intountry’s br 
and what she gets back. She alreadypgent who f 
knows the rest. I close all my busi-food job for 
ness on lunch hours. I have to havetern is not { 
it all set up beforehand and knowhowever. [1 
exactly what I’m doing. housands o 


Advises Being Brutally Honest — es 


“I believe in being brutally honpwaing a \ 
est. Most older women exist in apfogtam, an 
pitiable situation. They simply wilflat as lon; 
not die. Women are living to antifitver be de 
quity. They live longer every yearfaus¢ no one 
and the need for a decent basic infag them a c 
come is most urgent.” urance will 

























































Home-Guard Fits BOTH 


Both to you and to your cus- 
tomers, Home-Guard Insurance 
brings important advantages. 

From your viewpoint, there’s a 
big advantage in mortgage loan 
insurance that is optional with 
each customer. From the custo- 
mer’s standpoint it makes real 
sense to cover the mortgage loan 
with life insurance at such reas- 
onable cost. 
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It is entirely logical that Old 
Republic should be the company 
to develop this improved Mort- 
gage Loan policy. Through the 
past twenty years, Old Republic 
has become the largest company 
specializing in life insurance on 
Consumer Credit, serving ovef 
2,000 financial institutions. 


OLD REPUBLIC 


CREDIT LIFE INSURANCE COMPANY 
James H. Jarrell, Pres. CHICAGO, ILLINOIS 
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In selling retirement income, 
iss Wyatt advises, “don’t make 
our prospect grow old by herself 
grow old with her. Don’t use 
ague terms. Most people can’t pic- 
re themselves growing old. It's 
nunpleasant idea. She doesn’t care 
_ Jppicture herself sitting on a park 
ling jojpench, her hair not combed, shoes 
iefly thgvorn out, she can’t see so well, may- 
scribinpe digging in the trash can. She 
thinks it’s too bad about old people 
‘ke that, but that it certainly isn’t 
ecuritypoing to happen to her! So she just 
vith heploses up her mind to that idea. 
ut I be “Tell her that you know if you, 
lo a bet ourself, have no income, and were 
womerpotally dependent, you own son-in- 
aw is likely to inquire ‘How long is 
our mother going to stay? We are 
ocrowded. Why doesn’t she go live 
vith George?’ 

“But if you have a little money 
ask hegoming in every month, it’s a differ- 
t wastepnt story. Your son-in-law is much 
t onesquore likely to say, “Why doesn’t 
-e intefour mother come live with us? | 
an fix up that ack room. It’s so nice 
ohave the old lady around.’” 


ite thatield Offers Great Opportunity 
er to the 





































ef, read-fierful opportunity in relatively 
ion, Nopasy, non-competitive among the 
pays infountry’s business women for any 
ypgent who honestly will try to doa 
good job for women. “My chief con- 
to havefern is not for the insurance agent, 
d knowhowever. It is for the countless 
thousands of Ine women who will be 
leprived of the satisfaction and 
peace Of mind one experiences from 
lly honpwaing a well-rounded insurance 
ist in gprogram, and from the knowledge 
ply wilfftat as long as they live, they'll 
to antiwever be dependent — simply be- 
ry yearpause no one ever got around to giv- 
asic ingag them a clear picture of what in- 
surance will do for them.” 





nest 






















ive Prospect What 
Belongs to Him 


(CONTINUED FROM PAGE 10) 


litioned, we generally respond fav- 
ably. When our prospect’s mind 
Ss properly conditioned, all he can 
ois buy life insurance. When the 
sson of mind conditioning is print- 
dindelibly upon our minds, we can 
more effectively apply it to our 
brospects.”” 
Mr. Severance told he once con- 
tioned the mind of a non-believer 
life insurance. He had been intro- 
uced to a young man who was a 
artner in a prosperous mantfac- 
iring business, and after a friendly 
lscussion in his office, this man, a 
Ir. Grey, agreed that life insurance 
ras what the partnership needed 
nd should have, but added that his 
a artner was a disbeliever, However, 
tablic ¢ offered to arrange a luncheon 
meeting, which was done. The part- 
pany et, Mr: Adams, blurted out: 
€ 01 What do you want to see me 


ovet bout? What do you want to talk 
bout ?” : 


- Old 
pany 
Mlort- 








| Cc “I want to talk about you and all 
€ things that you represent in 
NY POur business. I’d like to begin our 





LINOIS 





Wscussion with the following re- 





XUM 


marks which | recently heard at a 
lecture. The speaker’s opening 
comments were: ‘Gentlemen, if you 
do not understand me, please do not 
misunderstand me, for misunder- 
standing brings confusion and dis- 
order.’ 

“Of course, Mr. Adams, you and 
I could have an antique worth 
$100,000, and, because of lack of 
understanding, lack of appreciation, 
lack of knowledge, we might put an 
ax to it and burn a fortune. Why? 
Because we had failed to create an 
appreciation for antiques. We could 
have rare metals in our pockets and 
needlessly toss them away. Why? 
Because of lack of appreciation, 
knowledge and understanding of 
rare metals. We could have priceless 
gems in our possession and do like- 
wise. And later, realizing our mis- 
take, to say the least, the thought of 
it would be very regrettable. 


True About Life Insurance 


“Mr. Adams, the same analogy is 
true about life insurance. Through 
misunderstanding, lack of appreci- 
ation or insufficient knowledge 
about the true values in life insur- 
ance, many of us needlessly toss 
aside what may prove to be our 
greatest blessing, and run unneces- 
sary risks for our families. 

“Through lack of this under- 
standing, our families may need- 
lessly go through long periods of 
suffering. Through lack of this 
knowledge,- children may be de- 
deprived of a home and mother. 
Without this appreciation, you may 
be denied the pleasures and happi- 
ness that life insurance can give 
you.” 

Mr. Severance then asked if he 
could tell him the story of business 
life insurance and what it would 
mean to him and his partner, and he 
willingly agreed to listen. “Why? 
Because | had conditioned his mind 
to want to know more about the 
story of life insurance, for he 
realized that his present lack of un- 
derstanding might lead to his later 
regret. At this point, | changed his 
position from debit to credit. 

“Through further mind-condi- 
tioning in the course of my presen- 
tation, this disbeliever soon accept- 
ed the principles of business life in- 
surance as a primary business need 
and became extremely anxious to 
consummate what turned out to be 
a very sizable sale of life insurance. 

“To properly condition the mind 
ofa prospect, we must have tremen- 
dous belief in the subject we are dis- 
cussing. We must have life insur- 
ance in our hearts. We must believe. 
When we can feel the agony of men 
destitute in old age, when we can 
feel the sugering of children denied 
the privilege of lifing normal lives, 
widows with fear gripping their 
hearts, then, and only then can we 
transfer our convictions to the 
minds of our prospects with real 
power and understanding.” 


Illustration for Motivation 


As an illustration that could well 
be used for motivation, he told the 
human interest story of Dr. 







Howard. He met the doctor about 
20 years ago through a mutual 
friend, called on him and talked 
about business but he repeatedly 
asked: “Why do I need life insur- 
ance? I haven’t any responsibilities. 
I just recently put my wife through 
school and today she has a doctor’s 
degree and can easily take care of 
herself. The education she has is 
greater than any insurance that | 
can purchase. And, besides, | am 
not too fond of insurance. | pur- 
chased a $25,000 policy a few years 
back and recently let it lapse.” 

However, just to “do something” 
for Mr. Severance, he bought a 
$5,000 policy, which later was ‘re- 
duced to $3,000, using the same ar- 
guments as before. 

A few years later this doctor 
adopted a son, who soon became the 
biggest interest in his life. Shortly 
after that he became seriously ill 
with diabetes and had to leave Chi- 
cago for a smaller town where he 
could build a practice with less 
pressure. 


Wife Tells of Death 


Then one evening Mr. Severance 
received a long distance call from 
Dr. Howard’s wife, telling of his 
death. 

“We have very little, except that 
insurance policy,” she said, “but | 
believe it will probably be enough to 
pay the doctor and hospital bills. At 
any rate, I’m keeping my chin up, 
and will get by somehow.” At this 
moment the doctor’s statement of 
20 years ago, “Why do I need life 
insurance?” flashed upon Mr. Sev- 
erance’s mind. He arranged for the 
death claim, and the case was 
closed. 

Years passed by when he decided 
to visit Dr. Mary, the widow. 

She kept reassuring him that she 
was able to take care of her prob- 
lems, saying: ‘Mr. Severance, I 
would like you to know that I am 
doing well. The day after Howard's 





funeral, I went right to work hand- 
ling his patients. | had a degree, but 
remember, | hadn't been practicing 
for several years, and being a wo- 
man, | at first found it difficult to 
retain his patients, especially in a 
strange town. There have been 
many barriers, but with the help of 
several kind friends, | have been 
able to do a reasonably successful 
job.” 


Something Worrying Her 


All through this conversation in 
spite of her brave front it was evi- 
dent that she was worried about 
something. At her home they were 
greeted by her young son, Danny. 
“You could easily see he was her 
life, her inspiration, her everything. 
She put her arms around him and 
hugged him tight and with a big, 
refreshing smile, said: ‘Danny, I 
don’t know what I would do with- 
out you.’ 

At that moment Mr. Severance 
sensed her problem and said: “Dr. 
Mary, you're worrying about Dan- 
ny and what would happen to him if 
you, too, were called away from this 
life.” 

“Yes,” she replied, “It has been a 
constant worry; and to be frank, I 
don’t know what to do.” 

“How proud I was.to know that I 
was in the life insurance business 
and that we could provide a solu- 
tion to her problem and put an end 
to her fear and worry. This is when 
I changed her position from debit 
to credit. 

“After I explained the story of life 
insurance and what it would do for 
Danny if she died, you could almost 
feel the weight of a great load lift 
from her heart. Her whole counte- 
nance seemed to glow with peace- 
fulness. That afternoon she applied 
for a policy on her life to provide 
sufficient maintenance and educa- 
tional income until the day Danny 
would graduate from college. 





Thomas Lovejoy, president Manhattan Life: Mrs. Anne Frimkess, Manhattan agent at Los 
Angeles; and Emory Chow, Franklin Life, Los Angeles, at the W.Q.M.D.R.T. reception. 
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3rd pprd Day 





J.D. Marsh Wins 
Secretary Race 


(CONTINUED FROM PAGE 5) 


Candidates on Display 


Before the seconding speeches for 
the secretary candidates, President 
Moynahan announced that it was 
the council's privilege to view each 
candidate. Accordingly, each of the 
candidates was put on display on 
the speakers platform, seated beside 
his seconders, The same system was 
followed with trustee candidates. 

For the purpose of seconding 
speeches, the candidates were 
placed in alphabetical order, giving 
Mr. Garrabrant’s seconders the first 
opportunity to speak. 

Mr. Garrabrant’s initial seconder 
was Carlton Cox, Metropolitan 
Life, Paterson, N. J., who outlined 
Mr. Garrabrant’s activities in asso- 
ciation and other activities. He em- 
phasized that Mr. Garrabrant had 
the time to devote to the activities 
of N.A.L.U., not only in the office of 
secretary but also as vice-president 
and president, should he be elected 
to those offices. 


“Mr. Average Agent” 


Mr. Garrabrant’s other seconder 
was Oren Pritchard, Union Central, 
Indianapolis. He stessed Mr. Gar- 
rabrant’s substantial personal pro- 
duction as an agent, running from 
$350,000 to $480,000 a year, and the 
quality of his business, as evidenced 
by his consistent winning of the na- 
tonal qualty award. He referred to 
Mr. Garrabrant as exemplifying 
“Mr. Average Agent.” 

There were three seconders for 
Mr. Marsh. 

Lead-off man was Ed Wood, who 
identified himself as a “street agent” 
of San Francisco. He stressed the 
need of an N.A.L.U. officer’s being 
an executive, a man who can get 
things done. He called attention to 
the size of N.A.L.U.’s budget as 
evidence of the need for an execu- 
tive. He said that Mr. Marsh was in 
the air force in the second world war 
and was called upon to build up a 
personal affairs organization, which 
he built into a unit of 5,000 persons. 
He said that “John Marsh has 
our vote on the basis of his record of 
building,” referring to the plan of 
setting a terminal date for N.S.L.I., 
conceived by Mr. Marsh. 


Cites NALU Activities 


The No. 2 seconder for Mr. Marsh 
was Herbert A. Hedges, Equitable 
of Iowa, Kansas City, past president 
of N.A.L.U. He stressed Mr. 
Marsh’s activities as a wheel-horse 
of N.A.L.U., agency head, and mil- 
lion dollar producer. 

Final seconder was Grant Tag- 
gart, California-Western States, 
Cowley, Wyo. It was Mr. Taggart 
who first urged Mr. Marsh to “get 
his hat in the ring.” He urged that 
Mr. Marsh be given the added rec- 
ognition and prestige because of the 
added influence it would give him in 
Washington activities, affecting 





N.A.L.U. He emphasized Mr. 
Marsh’s accomplishment in building 
$12 million from scratch in four 
years. 


Cleeton Presides 


As at the national sales seminar 
the previous day, the final conven- 
tion session Friday in Philharmonic 
Auidtorium got under way with 
community singing led by Hugo 
Kirchhofer, and Everett L. Ander- 
son at the piano. Both are from 
Los Angeles. In addition there was 
music by Toni Roelofsma at the 
organ, 

The Rev. J. Lester Harnish of 
Temple Baptist Church, Los An- 
geles, pronounced the invocation. 

Charles E. Cleeton, newly elected 
president of N.A.L.U. was the pre- 
siding officer. He turned the meet- 
ing over at the start of the Million 
Dollar Round Table hour to John 
QO. Todd, Northwestern Mutual, 
Chicago, M.D.R.T. chairman. 


Todd Takes Over 


Following introductory remarks 
of Chairman Todd, the M.D.R.T. 
hour was devoted to two outstand- 
ing talks, the first by Jacob W. 
Shoul, Mutual Life, Boston, on 
“Where There’s a ‘Will’ There’s a 
Way” and George S. Severance, 
Ohio Nationa 1Life, Chicago, on 
“Converting Prospects From ‘Debit’ 
to ‘Credit’.” 

Julian S. Myrick, boadr chairman 
of the American College, and retired 
vice-president of Mutual Life, took 
over the gavel to preside at the 
American College Hour. 

The sole speaker on this hour was 
Wililam C. Mullendore, president 
Southern California Edison Co., Los 
Angeles, who spoke on the necessity 
of Americans going into action to 
regain the freedom which he warned 
is being lost through the constant 
encroachment of government and a 
foreign policy that he indicated is 
biting off more than it can chew. He 
was the concluding speaker of the 
morning. 


Fellowship Luncheon 


Friday noon JuddC. Benson, Union 
Central, Cincinnati, immediate past 
president of N.A.L.U. will preside 
at the “fellowship luncheon.” He 
will present the new officers, trus- 
tees, past national presidents, Los 
Angeles association officers and con- 
vention committee chairmen. 

Mr. Benson will also announce 
the winner of the coveted John 
Newton Russell award for outstand- 
ing service to the institution of life 
insurance for 1951, thus ending the 
suspense that has been mounting 
ever since it was discovered that, 
contrary to the custom in previous 
years, the winner of the award was 
not going to be disclosed until the 
actual bestowal of the bronze 
plaque. 

The luncheon will conclude with 
an address by Lester O. Schriver, 
general agent, Aetna Life, Peoria, 
Ill., and past president of N.A.L.U. 


Capacity Crowd Present 
The ballroom was filled to its 


capacity at the meeting of the na- 
tional council during which officers 
were elected. President Moynahan 
explained that seconding speeches 
of candidates would be limited to 
seven minutes. Philip Torsney, 
Metropolitan Life, Bloomfield, N. J. 
presented a resolution calling for an 
overhauling of the election ma- 
chinery. 

He said that under the present 
set-up the candidate for president, 
if defeated, can automatically then 
become a candidate for vice-presi- 
dent, and if defeated for that office, 
may stand as a candidate for secre- 
tary, and so on down the line. 


Calls Situation Unfair 


Mr. Torsney characterized this as 
an unfair and inequitable situation 
and asked that the procedure be 
altered so as to eliminate it. When 
the motion was put, President Moy- 
nahan explained that if it passed, it 
would throw open the nominations, 
would undo the work of the nomi- 
nating committee, and require the 
submission of a complete set of new 
candidates. Mr. Torsney’s motion 
was defeated. 

President Moynahan called atten- 
tion to the presence of Frank J. 
Viehmann, Indiana insurance com- 
missioner, who was given a round of 
applause. President Moynahan an- 
nounced that Mr. Torsney had 
asked to be relieved of the position 
of chairman of the elections com- 
mittee because it had been said by 
some that he had been doing some 
“politicking.” To succeed him, Mr. 
Moynahan appointed Frank Devitt, 
Capitol Life, Denver. Mr. Moyna- 
han then announced the names of 
the other members of the elections 
committee, and asked them to stand 
as he called their names. 





UNSEEN BY-PRODUCT 





American College, 
Huebner Fund Aid 
Public Relations 


Presiding at the American Col- 
lege at final general session, Julian 
S. Myrick, chair- 
man of the board 
of the American 
College, said that 
while the Ameri- 
can College and 
the Huebner 
Foundation have 
had as a primary 
objective the en- 
couragement and 
fostering of in- 
surance educa- 
tion at the oclle- 
giate level, both organizations have 
produced a generally unrecognized 
by-product of good public relations 
for the insurance business. 

“Interestingly enough, this by- 
product has attained reality and vi- 
tality only because these educational 
movements have devoted them- 





J. S. Myrick 


selves courageously and unfailin 
to the high-level objectives or; 
nally established for them,” he 
clared. 

Through the work that the ¢ 
lege in the last 24 years 4,419 hg 
completed the entire series of CL; 
examinations; 5,936 candidates 
on the roll as having credits for g 
to four parts of the examinatio 
4,881 additional candidates ha 
been approved by the registrat; 
board; or a total of 15,256 ha 


The geographical spread of C_L| 
influence is shown by the fact t 
the study groups through the yeg 
have been located in 256 cities in 
states; the District of Columb; 
Honolulu, Hawaii; and the § 
Juan, Puerto Rico. 


Companies Followed Through 


Since the founding of the Amer 
can College, many companies hay 
followed through with comprehen 
sive training courses which indo 
trinate their representatives ani 
give them continuous education anj 
training. Similar programs hay 
been applied to older field represen 
tatives. 

In 1947 the National Associatioy 
of Life Underwriters instituted th 
Life Underwriters Training Coun 
cil as institutional, intermediate 
textbook-and-classroom, on-the-job 
vocational training for life agen 
and 9,469 agents have taken the 
courses, of whom 929 have con 
pleted the full two-year course an 
obtained their certificates, 

Mr. Myrick also mentioned t 
campus training schools at Purd 
and Southern Methodist Universit; 

“So we have a great institution: 
educational program which give 
everyone who enters the life insu 
ance business on a career basis t 
opportunity of continuous educatio 
and training,” he said. 


Society Aids College 


The American Society continue 
to add much strength to the colleg 
said Mr. Myrick. The leadership 
the society and that of the loc 
chapters is being greatly strengtl 
ened from year to year, and the 
are becoming truly an influenti 
alumni body. Mr. Myrick express 
the hope that every person who hi 
received, or will receive the C.Ll 
designation, will join his local cha 
ter and take an active part ini 
work. 

He mentioned that 1952 will} 
the 25th anniversary of the foundin 
of the American College, “and 
hope to make it a banner year.” Tl 
American Society, together with th 
college, is making the main obje 
tive of the year’s promotion th 
Huebner class, in honor of Dr. S. 
Huebner, president of the collegy 
The goal is to have at least 2,0) 
new. candidates to enroll in stud} 
groups to prepare for their fir 
examination. 

“It is encouraging to know tha 
all of the chapters are whole-hea 
edly back of this movement, as 4 
all of the companies who have co! 

(CONTINUED ON PAGE 44) 
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Huebner Fund Aid 


(CONTINUED FROM PAGE 42) 


tributed so much to the success of 
the American College,” said Mr. 
Myrick. “I am happy to report that 
every indication is that the size of 
the ‘Huebner Class’ will exceed its 
objectives.” 


C.L.U. Journal 


The Journal published by the 
American Society of C.L.U. con- 
tinues to be one of the outstanding 
professional publications, he said, 
widely read by all those in the life 
insurance business whether they 
are C.L.U.s or not. 

“Tt is also encouraging to know 
that it is closely read by lawyers, 
accountants, trust officers and pro- 
fessors in economics, colleges and 
universities, as well as many others 
having to do with the life insur- 
ance business,” he added. “We are 
pleased to announce the appoint- 
ment of J. Harry Wood, C.L.U., as 
editor-in-chief, who we are sure will 
carry on the fine tradition which 
was established by the late Walter 
A, Craig, the founder and editor of 
the Journal from its inception.” 

Recalling that the American Col- 
lege and the Million Dollar Round 
Table were established the same 
year, Mr. Myrick said that more 
than 35% of the membership of the 
Million Dollar Round Table are 
C.L.U.s, and many of the balance 
are studying to take their examina- 
tions for the C.L.U. designation. 


The C.L.U.s continue to make a 
great contribution to the work of 
their local life underwriters asso- 
ciation, and to community interests, 
he said. 


M. D.R. T. Hopping 


(CONTINUED FROM PAGE 8) 
Mutual, Philadelphia, “Ideas for 
Quick Sales”; Ralph E. Foster, 
Canada”; R. W. Frank, State Mu- 
tual, Chicago, “Writing a Million 
and Running an Agency”; Meyer 
M. Goldstei, Equitable Society, 
New York, “Pension Trusts-Banks 
as Trustees’ Frank L. McFarland, 
Northwestern Mutual, Cleveland, 
“Closing and Completing the Case 
in Estate Planning’; Ben S. Mc- 
Giveran, Northwestern Mutual, 
Chicago, ‘Negotiated Pension 
Plans”; David Marks, Jr. New Eng- 
land Mutual, New York, “Pension 
Trusts-Individual Policies”; Vin- 
cent A. Mletti, Northwestern Mutu- 
al, Newark, “Revaluaton of Busi- 
ness Interests.” 

Lowell L. Newman, Penn Mu- 
tual, Ft. Wayne, Ind., “Just Selling 
—That’s All”; A. Jack Nussbaum, 
Massachusetts Mutual, Milwaukee, 
“Simplified Method of Estate Plan- 
ning’; Gordon D, Orput, New Eng- 
land Mutual, Portland, Ore., “Sec- 
tion 115(g) as a Means of New 
Business”; Harold S. Parsons, Trav- 
elers, Los Angeles, ‘Systematic 
Methods for Increasing Produc- 
tion”; Nathan P. Paulus, State Mu- 
tual, Dayton, “Salary Savings In- 
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surance”; C. C. Peck, Canada Life, 
Toronto, “Pension Planning in Can- 
ada”; Robert U. Redpath, Jr., Con- 
necticut Mutual, New York, “Ap- 
proaching the Executive for Pen- 
sion Business”; Harold L. Regen- 
stein, Massachusetts Mutual, New 
York, “Separate Policy Pensions”; 
Mitchell M. Rosser, Phoenix Mu- 
tual, Boston, “Business Insurance— 
All Phases.” 

Harry R. Schultz, Mutual Life, 
Chicago, “Partnership Liquida- 
tion”; George S. Severance, Ohio 
National, Chicago, “The Annuity 
Principle in Action”; Jacob W. 
Shoul, Mutual Life, Boston, “Where 
There’s a ‘Wil’ There’s a Way”; 
Clarence E. Smith, Northwestern 
Mutual, Chicago, “Estate Planning 
—Al1l Phases’’; Lewis T. Stern, 
Northwestern Mutual, Minneapolis, 
‘Package Selling’; Ron Stever, 
Equitable Society, Los Angeles, 
‘*Pensions—All Kinds” ; Grant Tag- 
gart, California- Western States, 
Cowley, Wyo., “Personal Selling 
and Business Insurance”; Hal Van 
Cleve, Massachusetts Mutual, Los 
Angeles, “Group Coverages — All 
Kinds”; Gerald F. Weber, Connec- 
ticut General, Los Angeles, “Client 
Building Through Estate Plan- 
ning.” 

Executive committee members, 
headed by John O. Todd, North- 
western Mutual, Chicago, M.D.R.T. 
chairman, and Mrs. Harriet Moeller, 
executive secretary, M.D.R.T., will 
answer questions in regard to the 
Round Table. 

A popular idea which will be re- 
peated this year is the prestige and 
sales display in charge of Mitchell 
M. Rossner, Phoenix Mutual, Bos- 
ton. He is assembling a number of 
sales aids and prestige builders 
which M.D.R.T. members have used 
with success. Special sales letters 
on various pertinent subjects, visual 
sales aids, etc. will be displayed. 
Under a “Life Insurance in Action” 
grouping, documented case his- 
tories and claim letters will be ex- 
hibited. Testimonials, such as third 
party influence letters, satisfied cli- 
ent letters and methods of securing 
referred leads will be shown. At the 
close of the Monday afternoon ses- 
sion awards will be presented and 
the winners will demonstrate how 
they use their prize-winning ma- 
terial. 


C. L. U. Designations 
Awarded to 351 


at Conferment 


C.L.U. designations were award- 
ed to 351 candidates at the annual 
conferment ceremonies of the 
American College Wednesday eve- 
ning. 

Before an audience of 450, about 
75 of the graduates received their 
diplomas in person. Diplomas of the 
others are to be awarded at cere- 
monies throughout the 73 chapters 
of the American Society of C.L.U. 
in cooperation with local life under- 
writer associations. 











Dr. Davs W. Gregg, dean of t 
American College, presented t 
candidates and Dr. S. . SHuebn 
president of the college, conferr 
the designations and gave the pr 
fessional ethics and conduct char 
to the graduates. 


Defers to Krogue 


Howard H. Cammack, John Hap 
cock, Albany, New York. retiriy 
president of the American Society 
opened the meeting. He then q 
ferred to Karl K. Krogue, Busines 
Men’s Assurance, Spokane, and 
quested that he serve as chairma 
in view of the fact that Mr. Krogy 
as president a year ago was unab] 
to serve at the 1950 conferment dip 
ner because of critical illness in hj 
family. 

Mr. Krogue introduced the gues 
and the officers of the American (Co) 
lege and the American Society seat 
ed at the speakers’ table. In presen 
ing Dr. Huebner, Mr. Krogue r 
called that it was at the conventiog 
of the National association of Li 
Underwriters in the Biltmore hote 
Los Angeles, in 1924, that Dr. Huet 
ner in an address first announced hi 
then revolutionary idea now lon 
famous as the “human life valy 
concept of life insurance.” 

This concept, Mr. Krogue ¢e 
clared, has been responsible for add 
ing untold millions of life insuraney 
protection and savings to the estate 
of the people of America. “We ow 
Dr. Huebner a great debt, whichw 
never can repay,” said Mr. Krogue 

























Silver Tray to Cammack 


On behalf of the directors of th 
American Society, Mr. Krogue pr 
sented to Mr. Cammack, as retirin 
president, the society’s traditiony 
silver service tray. 

Mr. Krogue then introduced Caj 
M. Spero, independent, New Yor 
City, the new president of the » 
ciety. In accepting his new offi 
Mr. Spero declared: “No matt 
what we do in the American Societ 
of C.L.U. and in the American Ci 
lege, it must be good for the publi 
whom we serve. We of the Ameti 
can Society of Chartered Life Us 
derwriters will work hand in han 
with all organizations in the lifei 
surance business to maintain th 
best service to the American public 

Dr. Huebner introduced th 
speaker, Dr. Fred D. Fagg, Jr., pre 
ident of University of Southe 
California, saying he has had a loq 
career as a professor in varioq]| 
other universities and in the untveq] | 
sity which he now heads, and as} | 
authority and government const | 

















ant on law in respect to aviatid 
Mr. Fagg’s talk is reported ek 
where in this issue. ; | 
The convention program of (| 
American Society closed Thurst@} | 
afternoon with a forum on chapt | 
activities. | 
Mr. Spero, the new president, pt 
sided. Officers and committee cha] | 
men of the 73 chapter of the soci 
attended and plans were consideq 
for the extension of public ecoonti 
forums held, notably by New Ye 
Boston, Indianapolis, St. Louts@ 
other larger chapter centers tom 
more cities in the year 1951-2. 
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N. A. L. U. Conventioners 
To Los Angeles 


As one of the life insurance companies 
domiciled in Los Angeles, we welcome 


you to sunny Southern California. 


While you are here, visit us at our beauti- 
ful colonial Home Office building. We 
will be happy to see you. 


Constitution Life Insurance Company 


434 SOUTH VERMONT AVE., LOS ANGELES 5, CALIFORNIA 
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WELCOME TO LOS ANGELES 


While here be sure to visit world famous 


FOREST LAWN 
MEMORIAL- PARK 


Visit The“’Last Supper” Window, “The Cruci- 
fixion” (America’s largest religious painting), 


and countless other art treasures. 
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Telephone CLeveland 6-3131, 


and arrangements will be made for your tour. 


FOREST LAWN LIFE INSURANCE CO. 


W. W. Eaton 
President 


John Ford 
Agency Director 


































PROGRESSIVE 
AS THE WEST 

















A GROWING COMPANY 
FOR GROWING MEN 






TO NATIONAL ASSOCIATION 
OF LIFE UNDERWRITERS 


for a 
MOST SUCCESSFUL CONVENTION 









ROBERT E. CECIL 


Inspector of Agencies 






Brockman Building * Los Angeles 





































Greetin os 
to the N.A.L.U. 


New World Life of Seattle, Washington wel- 
comes you to the Eastern section of the Pacific 


Coast. (You are still east of Reno, Nevada.) 


If your return transportation routes you through 
the far West, give us a chance to show you true 
western hospitality. Then you can go home, talk 
it over with your family and be certain that this 
Company, along with the others in this area, will 
do everything possible to help you find a home out 
here where your family can begin to really live. 


NEW WORLDLIFE 


INSURANCE COMPANY 


Seattle 4, Washington 








John J. Cadigan, President 
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All Prospects Are Not Nuts--- 
But Some Are Hard te Crack 


We use our popular 4 in 1 PLAN to crack the tough 
ones — It combines LIFE, ACCIDENT, HEALTH & 
HOSPITAL IN ONE COMPACT PACKAGE — Most 
prospects need ONE or ALL 4 — Chance for a sale 
is 4 to I. 







EXPANSION 


OUR EXPANSION PLANS HAVE CREATED OPENINGS FOR SEVERAL ADDITIONAL 
REGIONAL SUPERVISORS. Our supervisors are compensated with SALARY, 
EXPENSES, and incentive bonuses, resulting in better income for the producer who 
can qualify. Positions open in Missouri, Kansas, Oklahoma, lowa, Nebraska, Mi t 
North and South Dakota. For information, write— 


B. Taylor, Vice President. 


Arigna _— 


W. RALPH JONES, President 


Kansas City 6, Missouri 








Thirty-Sixth Year of Faithful Service 
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TO ALL NALU DELEGATES 
Greetings 
Ca, 
J.D. Marsh & Associates 


James C. J. Ballagh Russell W. Klise 

Robert D. Coffman William J. Mackenzie, Jr. 
Mitchell T. Curtis, C.L.U. Col. D. 1. Moler 

Richard Q. Devine Leslie H. Patton 

Owen E. Fang James W. Rand 

Robert P. Gatewood Charles K. Reid, II, C.L.U. 
Wilson P. Graham, C.L.U. Eugene F. Roesser 
Harvey H. Hamilton T. E. Spencer 

Robert D. Haney James C. Van Story, Jr. 
Charles I. Haycraft Charles C. Whitfield 
Robert J. Klingenberger Roy H. Woodside, C.L.U. 


John D. Marsh, C.L.U. 


Estate Planning Service Employee Benefit Plans 


Business Life Insurance 


122 Marsh Building Executive 7343 


WASHINGTON, D. C. 

















The Last Word 


The prospect has the last word. Very often it is, “Ill take it,” when 
Washington National representatives mention any one of three unusual 
coverages. 

1. Non-can. bospital (guaranteed renewable to Age 65) is something 
that sells, because people like the idea. It’s a natural. 

2. Non-can. monthly income (accident and sickness) with no house 
confinement required, is responsible for large volume production. 

3. Single-premium vision impairment annuity (monthly income for 
life when 90% of vision is lost) is a Washington National EXCLUSIVE 
which many persons buy who thought they had all the insurance they 
needed. 

Washington National is a multiple-line personal protection company, 
writing life, accident, health, hospitalization, franchise and group. Com- 
plete details about our unusual coverage (as well as the standard 
line) will be given to qualified persons who are at liberty to inquire. 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


EVANSTON. ILLINOIS 


R. J. WETTERLUND, President 


H. R. KENDALL, Chairman 
G. P. KENDALL, Secretary 











The Country’s Most Friendly Company 
OFFERS... 


@ Modern and attractive agent’s and general agent's 
contracts to those looking for a permanent con- 
nection. 


@ Complete line of Life Insurance policy contracts 
from birth to age 65 with full death benefit from 
age 0 on juvenile policy contracts. 


Complete line of Accident and Health policy con- 
tracts with lifetime benefits. 


Individual Family Hospitalization contracts with 
surgical, medical and nurse benefits. 


Complete substandard facilities. 
Educational program for field man. 


Strong, Progressive Company 


Older than 85% of all legal reserve life 
insurance companies 


COMPANY'S EXPANSION PROGRAM OFFERS 


Openings in California, Florida, Illinois, Indiana, Kansas, 
Michigan, Minnesota, Missouri, Nebraska, New Jersey, North 
Dakota, Ohio and Wisconsin. 


NORTH AMERICAN LIFE INSURANCE COMPANY 
OF CHICAGO 
C. G. ASHBROOK, EXECUTIVE VICE PRESIDENT—DIRECTOR OF AGENCIES 


NORTH AMERICAN BUILDING, CHICAGO 3, ILLINOIS 
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no matter how high the mountain 
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Greetings and best wishes to NALU assembled in Los Angeles 





there’s still only one peak! 


The Insurance Industry forms some of the highest mountains 

in American business today and the ranges extend from Maine to 
California. And these mountains are reaching newer and higher 
elevations every day. But unlike mountain climbing you don’t need 
crampons and rope to reach the top. The only tools necessary are 
determination, initiative and sincerity. 


Massachusetts Indemnity Insurance Company today is outstanding 

as one of the peaks in the Non-cancellable Disability Income protection 
field simply because of the determination of it’s various managers 

in scaling the heights. 


Here in California, as elsewhere, our Non-cancellable Disability 
Income policies have come to be “the accepted” in rounding out 

a client’s life insurance program. Because it has become such, we want 
to take this opportunity to thank the many Life Underwriters who 
have been affiliated with us through these many years as we 

scaled the mountains and reached the peak. 


MASSACHUSETTS INDEMNITY INSURANCE COMPANY 


William E. Lebby, State Manager 
609 South Grand Avenue, Madison 9-3393 
Los Angeles 17, California 


Thomas S. Dixon, Northern Calif. Manager 
58 Sutter Street, Sutter 16412 
San Francisco 4, California 
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THE WEST has a proud heritage of achievement. 

So has the National Association of Life Underwriters. 
As Westerners, we extend the warm hand of welcome 
to you who have contributed so much to the 
remarkable progress of America’s life insurance 
industry. Meeting here, in a youthful land of vigor 
and promise, may we all find new inspiration and 
knowledge to help us better serve the men, women, 
and children of America. 


* 














| California-Western States 
LIFE INSURANCE COMPANY 


ae Sica 
HOME OFFICE: SACRAMENTO 























* SOUND TRAINING 

through intensive study and field work under 
CWSL's nationally-recognized “You, Inc.” 
training plan. 


* LIFETIME COMPENSATION 

. . « attractive first year commissions and 
continuous renewals, plus extra bonuses and 
awards. 


*& MANAGEMENT OPPORTUNITIES 

. « « for those who demonstrate interest and 
aptitude in this phase of the life insurance 
business. 


* ASSURED RETIREMENT 
through CWSL's liberal retirement plan for 
Agents and Managers. 





